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Sell This Remarkable Heater Which 
Burns Soft Coal Without Smoke—the 


Superior SUPER-SMOKELESS Furnace 


Superior Super-Smokeless Furnaces have 
been tested in soft coal regions under every- 
day conditions. They entirely eliminate the 
smoke problem and operate successfully with 
the cheapest grades of soft coal--the smoke and 
gases ordinarily wasted are utilized as fuel. 

























The Super-Smokeless feature is 
secured by the admission of heated air 
(oxygen) above the combustior dome, 
on the principle of the Bunsen Burn- 
er. Heavy smoke and gases are 
changed to extremely hot flames that 
swirl through the radiator, generating 
more heat from less coal than ever before 
possible with a soft coal furnace. 


INLET ’ 


Get the agency for Super-Smokeless 
Furnaces—pipe or pipeless. Satisfy a big, 
definite demand for heating plants that 
can burn soft coal without smoke. Re- 
place furnaces and boilers of equal heat- 
ing capacity with Super-Smokeless 
Furnaces which are cleaner in operation, 
use less fuel and burn the cheapest grades 
of coal successfully. 


Write today—specify whether you wish 
to sell pipe or pipeless Super-Smoke- 
less Furnaces, or both. Don’t delay if you 
want this money-making agency—it 
means you can control the heating busi- 
ness in your territory. 


UTICA HEATER 
COMPANY 


UTICA, New York 
218-220 W. Kinzie St.,Chicago, III. 
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Just Make Ita 
Practice 


in 1922 of looking to 


F. MEYER & BRO. CO. 
for all your needs in fur- 
nace installing. Every- 
thing from acid swabs 
and snips to HANDY 
PIPE and all the best 
makes of registers. Let 
us prove to you this year 
that “The Handy Pipe 
people are a mighty 
good bunch to tie to.” 


F. Meyer & Bro. Co. 


PEORIA, ILLINOIS 
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P. S—If you haven’t our catalogue 
and latest discount sheets, drop 
us_a card. 






































Founded 1880 by Daniel Stern 


Thoroughly Covers 


AMERICANARTISAN 


Address all communications 
and remittances to 





the Hardware, Stove, 

Sheet Metal, and AMERICAN ARTISAN 
Warm Air Heating and are Pao amerert 
Ventilating Interests terre fetes 





PUBLISHED EVERY Walre BY THE NSC OF DANIEL STERN 


Eastern Representatives: C. C. Blodgett and W. C. White, 1478 Broadway, New York City 


Yearly Subscription Price: United States $2.00: Canada $3.00: Foreign $4.00 
Ezatered as Second-Class Matter June 25, 1885, at the Post Office at Chicago, Illinois, under Act of March 3rd, 1879 


Copyright, 1922, by the Estate of Daniel Stern 





Vol. 83, No. 17. CHICAGO, 


APRIL 


29, 1922. $2.00 Per Year 





WHAT IS YOUR DEFINITION OF PROSPERITY? 


The National Bank of Commerce in New 
York City does not agree with the definition 
given in the standard dictionaries of the 
word “Prosperity”—that is, not altogether. 

At any rate, here is the definition of the 
bank : 

“Prosperity is a condition of sound busi- 
ness health.” 

Judging by this standard, we are not truly 
prosperous in boom times, such as the period 
of 1918 to 1920, because we are in a state of 
feverish buying and selling, people caring lit- 
tle or nothing about the price, nor its relation 
to actual service. 

That was why we had the hard times from 
August 1920 to January 1922. 

When a person is sick, frequently he de- 
velops a feverish condition during which he 
may show an unusual strength. It may be 
extremely difficult to keep him in bed. But 
that is in no sense a true measure of his 
strength under ordinary circumstances, and 
almost invariably the patient will be extremely 
weak after the fever subsides. 

We went through a spending fever, the 
height of which was reached in the Spring of 
1920. ) 

No one in possession of sound judgment 
will claim -that that period was a healthy or 
prosperous period. | 

Following the spending fever we had the 
natural result—a weakness which was evi- 
denced by a drop in prices, an unwillingness 
to buy, a fear of the possibility of still further 
price reductions. 


And now we have entered the period of re- 
The patient is once more in the 
mood for eating. Men and women are be- 
ginning to buy more freely. Merchants are 
ordering in more than hand-to-mouth quan- 


cuperation. 


tities. Manufacturers are in many instances 
producing at a greater rate than immediate 
consumption. 


We are getting much closer to true pros- 
perity than many of us realize, for the inflated 
values of the boom fever period have largely 
disappeared and prices represent more nearly 
the true service value. 

In January a large consumer of sheet iron 
asked the Editor of this paper what his 
opinion was as to prices on this product. 

His reply was that there might be some 
minor reductions within the next month, but 
the important change would be an advance, 
and that this advance would take place with- 
in three months. 

Prices are not only higher today, 
market is much firmer. 

We do not care to pose as a prophet, but 
from a careful study of conditions we had 
come to the conclusion that the fever period 
and its resultant weakness had passed, and 
we were to enter in a short time upon a period 
of recovery. 

That is the period in which we are now. 

Our advice to merchants is that it is safe 
to prepare for a fair business this Summer 
and that by Fall we shall enter upon the 
period of true prosperity, as defined in the 
third paragraph of this editorial. 


but the 
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Random Notes and Sketches. 


By Sidney Arnold 

















RTHUR J. SCOTT, Marine 

City, Michigan, Secretary 
Michigan Retail Hardware Associ- 
ation, emphasizes the wisdom of 
following selling plans to their con- 
clusion. He illustrates the matter 
with this story: 

A party of duck hunters, home- 
ward bound in their launch after a 
day on one of the Louisiana lakes, 
found themselves too sleepy to at- 
tend the duties of navigation. Ac- 
cordingly, they elected Wash, the 
negro cook, as pilot, and instructed 
him in his duties. 

“All you’ve got to do, Wash,” 
they told him, “is to keep the nose 
of the boat pointed straight toward 
that little red star you see in the 
sky over there. Just keep her 
headed for that star.” 

Morpheus claimed Wash, also, 
after a few drowsy moments at the 
wheel. 

Presently he roused and looked 
for the star. It was not in front, 
neither was it to the right or left. 

Finally Wash looked behind him, 
and there was the little red star, 
blinking at him in the rear dis- 
tance. Wind and current had turned 
the boat completely around while 
the pilot dozed. 

“Mistah Mart!” he called into the 
cabin. “Oh, Mistah Mart, come 
here and pick me out anothah star. 
We done run plumb past that othah 


99 


one. 
: *+ @ 

The latest “Rudygram” which 
has come to my desk is the best of 
the series issued on postcards by 
the Rudy Furnace Company, 
Dowagiac, Michigan. Every me- 
chanic, contractor, dealer, and man- 
ufacturer needs to ponder its sig- 
nificance. This “Rudygram” reads: 
“Tt is a striking coincidence that 
‘American’ ends in ‘I can.’” 

ok * 


The other day, Joe Goldberg, the 
jolly salesman of the Excelsior 
Steel Furnace Company, Chicago, 


Illinois, went into a cafe and said: 
“Waiter, bring me a glass of 
ginger ale.” 
“Ginger ale, sir?” 


“Yes, ginger ale, you heard 
me,’ repeated Goldberg, somewhat 
sharply. 


“Yes, sir, but I’m a new waiter 
here, sir. Would you mind telling 
me what is usually served here 
when a gentleman asks for ginger 
ale?” 

* * * 

E. C. Haas, field secretary Iowa 
Retail Hardware Association, sends 
me the following story with a sol- 
emn affidavit, signed before a no- 
tary public, that the gob in ques- 
tion never lived in Le Mars, Iowa, 
the home of Brother Haas: 

During the recent trans-oceanic 
misunderstanding a young West- 
erner enlisted as a gob on one of 
the destroyers. 

It was observed that in every 
spare minute he was draped over 
the rail, anxiously studying the 
surface of the water. 

To all demands as to what he 
was looking for, he had but one 
answer: “A whale.” 

“See here,” remonstrated a com- 
rade older in service, “‘you'll see a 
whale soon enough. A whale ain’t 
so much. Just a big fish, that’s all 
a whale is. Whatcher so nuts about 
seein’ a whale for?” 

“Tt has been my lifelong ambi- 
tion,’ replied the Westerner, “to 
see a whale blubber. It must be 
impressive indeed to view such an 
enormous creature in tears.” 

* aK * 

Opinions differ as to how much 
an apprentice should be allowed to 
Jearn about the private affairs of 
the business, says Colonel W. J. 
Lockwood of John H. Graham & 
Company, New York City—which 
reminds him of this story: 

“Go right’ back and tell your 
boss,” roared a squire in a New 
England town, “that he’s a blinked 
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iool, and that he’s to come here 
right away and fix up that carpen- 
tering job and fix it right.” 

The apprentice vanished, and a 
few minutes later the boss carpen- 
ter appeared, aching for a fight. 

“Do I understand,” he bellowed, 
“that you told my apprentice that 
i was a blinked fool?” 

“Why, yes,” replied the squire, 
beaming. “Didn’t you want him to 
know it?” 

* * x 

There is something the matter 
with your liver, if you don’t get a 
hearty laugh out of this incident 
narrated by Charles E. Strong, 
president Hyfield Manufacturing 
Company, New York City: 

They were sitting close together 
and suddenly, unable to resist the 
temptation, he kissed her. She was 
furious. 

“Leave me, I never want to see 
you again,” she shrilled. “You are 
no gentleman to take advantage of 
a poor girl that way. Leave me, I 
say, leave me at once. After this 
1 do not know you.” 

“All right,’ he agreed meekly, 
“but before I go, may I beg one 
last favor of you? I shall never 
see you again. Will you grant it 
for old times’ sake ?” 

Her just rage abated a trifle. 

“Tf it is not too much I will try.” 

Then, with a pleading look in his 
eyes, he begged: 

“Darling, before I go won’t you 
please take your arm from around 
my neck?” 

* *K ok 

Optimism must be reasonable in 
order to be effective, says Henry J. 
Karges, president, Indiana Stove 
Company, Evansville, Indiana. 

He tells about an itinerant opti- 
mist who went into a restaurant and 
ate a dozen oysters. When he came 
to pay the bill he had only ten cents. 

“What do you mean by comin’ 
into my place and orderin’ a dozen 
oysters with only ten cents in your 
pocket?” demanded the outraged 
proprietor. 

“Well, gov’nor,” replied the itin- 
erant optimist, “you see, there is al- 
ways a chance of findin’ a pearl in 
one of them—perhaps two.” 


’ 
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The Latest News About Stoves and Ranges 


Items and Discussions of Interest to the Manufacturer and 
Retailer of Kitchen Ranges, Heating Stoves and Accessories. 


Moving Season Offers Chance 
to Sell More Stoves. 


From several angles of approach, 
the moving season gives opportu- 
nity to sell more stoves. 

In every big city, a considerable 
number of families buy houses and 
bungalows, either for cash or on 
time payment. 

Comparatively few new dwel- 
lings are equipped with kitchen 
ranges as part of the contract 
price. | 

Families who move into them 
from rented apartments, as a rule, 
do not own a kitchen range for the 
reason that the range is a perma- 
nent fixture of the rented apart- 
ment and does not belong to the 
tenant. 

Such families are, therefore, ex- 
cellent prospects for a_ kitchen 
range. 

Moreover, a goodly percentage 
of flats are stove-heated. 


People of modest means moving 
from a steam-heated into a stove- 
heated flat to avoid the high rental 
of the former will be in need of a 
heating stove. 

Here again there is opportunity 
for selling stoves, because only a 
very small number of such flats 
include heating stoves in the rental 
price. 

Furthermore, in the case of fam- 
ilies who are moving this year into 
stove-heated flats or into dwellings 
of their own and who already have 
heating stoves, there is an oppor- 
tunity to develop a profitable stove- 
replacement business. 

Of course, the exploiting of these 
various opportunities involves work 
and study. 


But if you begin to plan now for 
a greater volume of sales along this 
line, you will be better equipped 
and trained to go after this class of 
trade on a bigger scale next year. 


Schwanger & McLain Concentrate on One 
Make for Each Class of Kitchen Ranges. 


Marion, Indiana, Hardware Merchants Have Built Up 
Big Business on Kitchen Ranges by Progressive Methods. 


HE old saying, that a prophet 
is honored save in his own 
country, holds good in some cases, 
but in Marion, Indiana, it does not, 
for here the largest hardware store 
specializes in Hoosier stoves and 
ranges which are made in that city. 
Schwanger & McLain is the 
name of the firm which operates 
this hardware store and it is “some” 
store, with a frontage of about 65 
feet, two floors and basement, the 
latter being used for stock and 
shop purposes. 

Incidentally their business is 
typical of the kind where AMERICAN 
ARTISAN AND HarpWARE REcorp is 
a welcome arrival every Monday, 
for they conduct a combination 





store—hardware, stoves, ranges, 
warm air heaters, plumbing and 
sheet metal work. 

Their store front is unique in 
that their show windows are so 
constructed as to furnish window 
display space in the basement. 

In one of the basement windows 
there is a complete installation of a 
Garland warm air furnace, with 
pipes, wall stacks, sidewall and floor 
registers; even showing an auto- 
matic heat regulator. 

On the other side a fine bath 
room is shown, equipped with ev- 
erything that goes to make a really 
modern installation—sink in bath 
tub, wash bowl, toilet, medicine 
chest, towel racks, glass holders, 


soap and brush fixtures, glass 
shelves, etc. 

These two displays are more or 
less permanent in their makeup, but 
fresh interest is frequently added 
by special show cards calling atten- 
tion to the work whick the shop de- 
partment does in these lines. 

The moment you enter the spa- 
cious store, you are impressed with 
the fact, that here is a place where 
it is almost certain that you will 
find what you want, if that “what” 
can be classed as hardware in its 
widest sense. 

And you will certainly be im- 
pressed by the big display of 
ranges and cooking apparatus of 
all classes—from the big combina- 
tion range to the small gas plate or 
oil stove. 

To the left something like twen- 
ty-five Hoosier ranges are lined up 
in a double row with an aisle be- 
tween—all of them on roller bear- 
ing casters, so that the salesman 
can easily pull anyone of them out 
for special inspection. The easier 
it is made for a salesman to point 
out the important features of a 
range, the quicker will he accom- 
plish his sale. That is why casters 
of this sort are a good investment 
and really almost a necessary part 
of the equipment of a well planned 
stove department. © 

The illustration herewith shows a 
ticket which is tied on every range 
sold by Schwanger & McLain. It 
gives the name and address of the 
purchaser, the pipe and other sup- 
plies that are sold or furnished with 
the range, together with the price. 
The number of the range, “paid,” 
“charged” or “C. O. D.,” the date 
of sale, the names of the salesman 
and of the person who made the 
delivery and had charge of setting 
it up, are also noted, thus furnish- 
ing a complete record of the trans- 
action for future reference. 

The card also serves to adver- 
tise the fact that Mr. William Rob- 
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ertson, 335 West Clinton Street, 
has bought a Hoosier range, num- 
ber 338, for frequently the range 
will not be wanted for some time 
and in the meanwhile any of Mrs. 
Robertson’s friends who come in 





standard reputation in this way: 
“Wanted at once! The toughest, 
oldest rooster in Jacksonville, to 
cook in a stove. Will pay 
a liberal price for him.” 
This advertisement was followed 
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Card Attached to Every Range When Sold, Used by Schwanger & McLain, 
Marion, Indiana. 


are thereby informed in a very ef- 
fective manner that she has chosen 
a Hoosier range, which has a very 
decided psychological influence on 
the minds of prospective purchas- 
ers. 





Here Is A Good Scheme to 
Sell Cook Stoves. 


A hardware firm in Jacksonville, 
Florida, advertised a cook stove of 


in a few days by another announc- 
ing that the rooster finally selected 
would be baked in stove the 
next day at 10 o’clock in the morn- 
ing. 

Visitors to the store were invited 
to have a bite as proof that the 
stove gave perfect service 
in maintaining the precise tempera- 
ture best suited to so unusual a 
task, 
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Eliminate Needless Sizes 
of Commodities. 

The statement has been made 
that a Boston firm manufacturing 
pipe-fittings has taken advantage of 
the present period of industrial in- 
activity to make a careful analysis 
of its business, with the startling 
result that of the 17,000 products 
listed in its catalog only 650 have 
been bringing any profit to the firm. 

Obviously an effort will be made 
to reduce or eliminate the manufac- 
ture of as many as possible of the 
unprofitable products. 





Free Nickels Bring a 
Good Mailing List. 

A hardware merchant recently 
advertised in the local papers that 
he would give a new Buffalo nickel 
to every boy between the ages of 
six and fifteen, who came into the 
store on those dates. The boys 
flocked into the store in crowds. 
In order to receive the piece each 
was required to give his own name, 
address and those of his mother 
and father. The merchant wished 
the mothers’ names because they 
buy all the household utensils, and 
the fathers’ and sons’ because they 
puy cutlery, tools, sporting goods, 
etc. 

About seven hundred boys came 
to the store which obtained about 
2,100 names and correct addresses 
to add to its mailing list. 





Cheerfulness takes the jolts out 
of the rutty road of life; it is a 
marvelous shock-absorber; it adds 
resiliency to the tires of existence; 
it resists the encroachments of the 
grouch ; and it brightens up the dark 
days. 





When a man once realizes that 
he himself wears no halo and that 
his competitor is not wholly to 
blame, he will begin to clean his 
own doorway. Profits are indis- 
pensable. Markets mean something 
or they mean nothing. Evidently 
many men take the markets to mean 
something when they decline, but 
to mean nothing when they advance. 
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Events and Progress of the Hardware Trade. 


What the Retailers, Jobbers and Manufacturers Are Doing. 
Latest Selling Methods and Experiences of Successful Men. 


United States Chamber of 
Commerce Meets in May. 


“European Conditions and Their 
Effect on American Business” will 
be the main topic at the tenth an- 
nual meeting of the Chamber of 
Commerce of the United States, to 
be held in Washington May 16 
to 18. 

Because of the interest of busi- 
ness men throughout the country in 
the general subject it is predicted 
that the convention will be one of 
the largest ever held by the Cham- 
ber. More than 1,400 business or- 
ganizations have been asked to send 
representatives and an attendance 
of from 4,000 to 5,000 business 
men is looked for. 

“In selecting the subject for the 
convention,” says a statement by 
the Chamber, “there was a desire 
to obtain a thorough discussion of 
world business conditions as well as 
domestic conditions for use as a 
basis of judgment in planning 
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measures to insure a continuing 
future prosperity in the United 
States.” 

The situation abroad has been 
constantly changing and the time 
has come for a new inquiry into the 
facts. The biggest question before 
American business men today is the 
problem of formulating intelligent 
plans that may be of assistance in 
restoring normal economic condi- 
tions. 

“No plans can be made that do 
not take into account the European 
situation, including such problems 
as the Allied debts, reparations set- 
tlements, paper currency issues, ex- 
change fluctuations, ocean shipping, 
etc.” 

"As in previous years, the work of 
the convention will be done largely 
in group sessions. Groups repre- 
senting the major divisions of busi- 
ness will take up the questions 
before the meeting in their relation 
to the particular interests or indus- 
tries within the group. 


The Season Is Here for Hardware Dealers 
to Advertise Lawn and Garden Supplies. 


Timeliness Is One of the Most Powerful Factors in 
Making Your Advertisements a Source of Profit. 


IMELINESS is one of the 
most forceful factors of ad- 
vertising. 

Its strength lies in the fact that 
it reaches the mind of the people 
with a minimum degree of friction. 

This is not difficult to under- 
stand. 

For example, if you have a big 
stock of automatic revolvers and 
you are invited to talk to a meeting 
of Quakers, you would not make 
a favorable selling impression upon 
your audience by mentioning the 
various advantages and explaining 
the mechanism of your automatic 
revolvers. 


Indeed, it would be most untimely 
talk for the reason that Quakers 
believe in peacefulness and are by 
training and habit of thought op- 
posed to violence and instruments 
of violence in every form. 

You would have to overcome a 
tremendous amount of adverse fric- 
tion, as it were, in order to gain 
any headway in favor of automatic 
revolvers with a gathering of Quak- 
ers. 

Similarly, if you had a big left 
ever stock of Fourth of July fire- 
works, you would not have great 
crowds thronging into your store 
to buy them if you displayed them 


in your window when the snow is 
five or inches deep on the 
ground. 


Six 


Timeliness, therefore, is not only 
a matter of season, but of psychol- 
ogy as well. What would be timely 
with one class of your customers 
would be untimely with another. 

For a large percentage of the 
home owners in your territory, 
however, the matter of pleasing 
lawns and-gardening is most timely 
at this season of the year. 

There may be a few people in 
your community who would prefer 
te have dandelions, milkweed, and 
other obnoxious growth instead of 
a trimly kept lawn in front of their 
houses. 

But they are so few in number 
that they are not worth considering. 

Practically every householder 
with a space in front of his dwel- 
ling takes a pride in having a neat 
lawn. 

Many of the home owners in 
your trade district learned the joys 
of gardening—perhaps for the first 
time—during the period of war 
gardens. 

Some of them became backsliders 
when the Armistice went into effect. 

A few who are naturally of the 
lounge lizard type, constitutionally 
indolent, ceased gardening alto- 
gether when the pressure of enthu- 
siam was removed. 

It may be stated as a general 
thing, however, that the majority of 
home owners still enjoy the delights 
of gardening and are, therefore, 
good prospects for gardening tools 
and supplies. 

The grass is getting pretty high 
in many places. 

When John comes home in the 
evening, the wife will likely say to 
him: 

“It’s a positive disgrace the way 
our lawn looks. I noticed the crit- 
ical glances that people give it when 
they are going by it in the day. 
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“Of course,” she may add, “you 
don’t realize it because you’re away 
from home almost from daylight to 
darkness, and you don’t notice how 
bad the lawn looks. 

“IT wish you'd get the lawn 
mower out Saturday afternoon and 
trim the lawn.” 

“But,” my dear,” John probably 
will answer, “the old contraption 
won't cut hot butter. It—.” 

“Yes,” the little wife interrupts. 
“I know that and that’s why I’m 
after you all the time to go to 
Smith’s Hardware Store and get it 
sharpened, or, better still, get a new 
one. The thing’s no good, anyhow. 
It’s as old as the hills. We need a 
new lawn mower.” 

It’s just at this point that the 
factor of timeliness exercises its 
most powerful influence. 

John picks up the paper, lights 
his pipe, and settles down to read. 

On the second or third page of 
his Council Bluffs Nonpareil he 
runs across the paneled advertise- 
ment of Handschy’s Hardware 
Store. 

His problem is solved for him 
without the least amount of effort 
on his part. Staring at him in type 
that his eye can not avoid is “Tell 
a.” 

Then he reads, “Tell us the size 
of your lawn and we will show you 
a mower to cut it.” 

He can tell his wife to call up 
Handschy’s in the morning and let 
them know the size of the lawn and 
have the right lawn mower sent out 
so that he can trim the lawn next 
Saturday afternoon. 


Anyhow, he likes to please the 
little woman because she is so pa- 
tient with him, so good natured, 
and takes so pleasing a pride in the 
little home. 

This may sound somewhat fanci- 
ful as a report of what actually 
occurs in the average home of this 
sort. 

But it’s pretty close to the facts. 
This is about the way human nature 
operates in similar circumstances. 

There is not only the timeliness 
of the season but also, multiplied a 
hundredfold, the timeliness of the 
individual needs of home owners. 


The advertisement of Handschy’s 
Hardware, reproduced herewith 
from the Council Bluffs Nonpareil, 


if 








—_— 


the size of your lawn 
and we will show 
} you a mower to {f 
| cut it. 
i 


—Garden Tools 





—Rubber Hose 
—Poultry Netting 
































—Lawn Rakes 


We carry every- 
thing you need for 
the garden or lawn. 


Handschy $ 
Hardware 


33-35 South Main St. 
Telephone 57. 


Advertisement Reproduced from the 
Council Bluffs, Iowa, Nonpareil. 
































Council Bluffs, Iowa, has the virtue 
of timeliness. 

Although no prices are men- 
tioned—because it is a _ general 
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rather than a particular advertise- 
ment—yet it is individualized by 
the opening sentence, namely, “Tell 
us the size of your lawn and we 
will show you a mower to cut it.” 

This is something definite and 
has a straightforward appeal. 

If you haven't yet taken advan- 
tage of the opening of the garden- 
ing season to do some advertising 
along this line, it is not too late. 

Get busy right away. Go over 
your stock of supplies. 

Pick out the things which you 
think will give the best service to 
vour customers, and feature them 
in your advertisements. 

Keep in mind the factor of time- 
liness and make your copy strong 
with the direct appeal of the season. 
Suggest to the prospective customer 
the delight which comes from well 
kept lawns and the healthiness of 
gardening exercise, and the like. 

Other hardware merchants make 
big profits from garden and lawn 
tools and supplies. They do it by 
alert salesmanship and effective ad- 
vertising. 

You can do the same. — 

And don’t forget that, in addition 
to gaining substantial profits, you 
identify yourself with your com- 
munity by this kind of advertising 
because it enables you to serve the 
people. 

You form friendships through 
the simple process of having every 
day things in common. 





Keep your eyes open for an op- 
portunity to add side lines that will 
increase the number of your cus- 
tomers and add to sales volume 
without increasing overhead. 





The most important thing in get- 
ting customers to stick by your 
store is to give them satisfaction. 
The satisfied customer is a hard 
one for competitors to lure away. 





The sales people in a store ought 
to be shown the concern’s advertis- 
ing at least as soon as it is given to 


the public. They really ought to 
have advance information in that 
direction. 











Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HarpWARE RecorpD Window Display Competition. 


WINDOW DISPLAY GAINS 
SECOND PRIZE. , 


Many hardware dealers are 
averse to making window displays 
of stoves and ranges for the reason 
that they think it is almost impos- 
sible to present this class of com- 
modities in a way which will ar- 
rest and hold the attention of the 


passer-by. 


Window Display 


ceptible to artistic impulses. 

No matter how deeply our na- 
tures may be encrusted by the 
cynicisms of the day, they are not 
impervious to the penetration of the 
artistic. 

We respond more or less con- 
sciously to the influences of color 
and form through symmetry and 


beauty. 
The most resultful salesmanship 








maintained throughout the entire 
arrangement. 

The pillars and panels of the 
background are nicely balanced as 
to form, spacing, and contour. 

The white and gold flowers in 
the wicker wall baskets blend and 
contrast pleasantly with the gold 
plush on the floor of the window. 
fore- 


The small stoves in the 


ground of this display are not 


of Stoves Awarded Second Cash Prize in AMERICAN ARTISAN AND HARDWARE RECORD 


Window Display Competition. Designed and Arranged by M. E. Klasky for Kelley-Duluth Company, Duluth, Minnesota. 


3ecause of their size in relation 
to the space of the window, it is 
hard to display stoves and ranges 
in a window in such a manner as to 
gain needful effect of symmetry and 
proportion. 

The blending of artistic impres- 
sion with that of usefulness is the 
effect most desirable in building 
gainful window displays. 

Even the dullest savage is sus- 


operates with these forces in action. 

This is the angle from which to 
view the remarkable window dis- 
play of ranges which was awarded 
second AMERICAN 
ARTISAN AND HARDWARE RECORD 
Window Display Competition. 

It was designed and arranged by 
M. E. Klasky for Kelley-Duluth 
Company, Duluth, Minnesota. 

Harmonious proportions are 


cash prize in 


merely toys. They are real stoves 
and were used later on by the sales- 
men and solicitors of Kelley-Duluth 
Company for actual demonstra- 
tions. 

The descriptive and _ illustrative 
placards furnished by the manufac- 
turer are so used as to make log- 
ical connection with the stoves 
which they describe. 


The announcement in the center 
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of the display of an installment 
plan for purchasing these ranges 
makes the exhibit of interest to 
practically every householder. 

It will be noted that the artistic 
and persuasive effect of this win- 
dow display is not lessened in the 
slightest degree by the use of the 
manufacturer’s advertising helps 
ior the reason that these helps ‘are 
merged into the general picture 
rather than added to it in a hap- 
hazard and unrelated fashion. 

This is preéminently a one-idea 
window display. 

It is free from every form of 
distraction. There is not an article 
in the exhibit which does not serve 
to heighten the main impression of 
the service and desirability of the 
ranges on exhibit. 

The relatively wide spaces be- 
tween the large ranges and between 
the miniature ranges have the same 
effect as the liberal use of white 
space in the printed advertisement. 

That is to say, they intensify 
contrast and thus bring into sharp 
focus the individual commodities 
comprised within the area of this 
window advertisement. 





Wisconsin Hardware Merchants 
Will Hold 27 Group Meetings 
Before Fall. 

The schedule of group meetings 
which has just been announced by 
Secretary P. J. Jacobs of the Wis- 
consin Retail Hardware Association 
shows the state will be well cov- 
ered in the 27 gatherings which 
have been arranged. 

The dates and places are as fol- 
lows: 

Dodgeville, May second. 

Jefferson, May third. 

Fond du Lac, May fourth. 

Neillsville, May 16th. 

La Crosse, May 17th. 

Menomonie, May 18th. 

Portage, May 31st. 

Lake Geneva, June first. 

‘Marinette, June 13th. 

Florence, June 14th. 

Hurley, June 15th. 

Waupaca, July 11th. 

Shawano, July 12th. 

Rhinelander, July 13th. 

Superior, Tuly 25th. 
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Spooner, July 26th. 
Lancaster, August eighth. , 
Brodhead, August, ninth. 
Mauston, August tenth. 
Racine August 22nd. 
Sheboygan, August 23rd. 
Sturgeon Bay, August 24th. 
Viroqua, September 12th. 
Wisconsin Rapids, September 
13th. 
Merrill, September 14th. 
Ladysmith, September 26th. 
Appleton, September 27th. 





Famous Toolmaker Comes to 
the End of Life's Road. 


One of the pioneer toolmakers 
of America, Laroy S. Starrett, 
president and founder of the L. S. 
Starret Tool Company, Athol, Mas- 
sachusetts, died April 23 at his 
winter home in St. Petersburg, 
Florida. 

In addition to the company which 
bears his name, he was responsible 
for the founding of the Union 
Twist Drill Company, and con- 
trolled the Athol Machine Com- 
pany, the Athol Manufacturing 
Company, and the Metropolitan Air 
Goods Company. 

Mr. Starrett, who was active in 
business until he went to St. Peters- 
burg for the winter, would have 
been 86 years old April 25. 

He was born in China, Maine, 
in 1836. He started his career as 
a farmer at Newburyport, Massa- 
chusetts, and supplied the Union 
Army with meat during the Civil 
War. 

While engaged in farming, he be- 
came interested in mechanics and 
sold his farm in 1865. 

A year later he took out patents, 
leased a shop in Newburyport and 
manufacturedameat chopper. From 
this he turned to production of a 
line of vises and patented the first 
shoe hook. 

In 1886 he sold out to the Athol 
Machine Company, which was or- 
ganized to manufacture his prod- 
ucts. Friction arose between Mr. 
Starrett and the company and he 
left it, establishing a small shop of 
his own in which he carried on 
production. 

A few years later the shop where 
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his tools were made under con- 
tract became his own property. Lat- 
er he gave the site for a Y. M. C. 
A. building. 

Among the first tools he made in 
this shop was a combination square 
which started the present line of 
Starrett tools. In the early days, 
Mr. ‘Starrett peddled his products 
from a basket. 





Publishes Program of Panhandle 
Hardware Convention. 

From the point of view of prac- 
tical instruction, the program of 
this year’s convention of the Pan- 
handle Hardware and Implement 
Association is of a high order of 
excellence. 

The sessions are to be held May 
8 and 9, 1922, in Amarillo, Texas, 
with headquarters at the Amarillo 
Hotel. The program is as follows: 


Monday, May 8, 1922. 

10:30 a. m—Call to order by Presi- 
dent E. J. Thompson, Memphis. 

Song, America, led by H. R. Jack, 
Amarillo. 

Invocation, by the Rev. Roy Ruther- 
ford, Amarillo. 

Address of Welcome, by Mayor Lon 
D. Marrs, Amarillo. 

Response to Address of Welcome, by 
H. H. Tracy, Tulia. 

President’s Annual Address. 

2 p. m.—dQuestion Box, led by S. T. 
Harrison, Memphis. 

2:30—Address and Discussion, by 
Hamp Williams, Hot Springs, Arkansas. 

3:30—Address on “Credits and Col- 
lections,” by W. F. Witt, Roswell, New 
Mexico. 

4:00—Address and Discussion, Your 
Association Insurance, by D. D. Fox, 
Dallas. 

4 :30—Adjournment. 

8:00—Banquet, given by the 
Club. 


9 :30 retary’s Annual Re- 
port, C. L. Thompson, Canyon. 

9:45—Question Box, led by George 
Yates, Hale Center. 

10 :30—Address: How to Operate a 
Hardware Store and Know When 
Making a Profit, by S. E. Cole, Lub- 
bock. 

11:00—Address: Price Information 
Service, by T. C. Thompson, Canyon. 

11:30—Address: The Relation of a 
Traveling Salesman to His Customers, 
by R. H. Stiteler, Amarillo. 

12 :00—Adjournment. 

2 p. m.—Question Box, led by M. S. 
Henry, Crowell. 

2 :45—Address : 
Your Turnover, by 
Plainview. 

3:15—Sales Demonstration. 

Article, Lister—W. R. Matherly, Dal- 
las, and Pete Lear, Dallas. 

4:00—Report of Committees. 

Election of Officers. 

Selection of date and place of next 
meeting. 

Adjournment until 1923. 
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Industry and Commerce Show 
Steady Improvement. 

In the face of accumulating 
proofs from all sides, business 
pessimists are beginning to change 
their doleful plaints to a more 
cheerful tone. 

Each week adds something to the 
gains previously recorded, and 
strictly seasonal influences do not 
wholly account for the current bet- 
terment. 

Despite strikes and other factors 
which tend to retard progress, cer- 


tain basic industries are emerging | 


from depression more rapidly than 
has been expected, and the present 
movement is the more reassuring 
because it is marked by characteris- 
tics of permanency. 

After a protracted period of re- 
stricted demand, it is manifest now 
that various buyers are beginning 
to replenish depleted supplies of 
merchandise, and that future re- 
quirements are entering more large- 
ly into calculations. 


While prudent action is still the 
prevailing policy, a lessening of 
hesitation is clearly discernible in 
different quarters, reflecting the im- 
provement in sentiment, and statis- 
tical barometers measure the ex- 
pansion of actual operations. 


Supporting other proofs of busi- 
ness revival, bank clearings and 
railroad earnings make more favor- 
able comparisons, building permits 
are increasing, both in number and 
value, and steel output and unfilled 
crders have enlarged appreciably. 

Resumption of dividend pay- 
ments by some companies, more- 
over, is a sign of better times, while 
the buoyancy of securities markets 
is not entirely due to speculative 
forces. 

Comparative ease in the money 
situation has remained a stimulat- 
ing influence, and the further re- 
duction in the Bank of England’s 
discount rate and the rising trend 
of foreign exchange have been 
among the significant developments 
of the week. 

Not all commercial and financial 
reports are of a satisfactory tenor, 
but general conditions have unmis- 
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takably improved and continued ir- 
regular gains are foreshadowed. 





Gets Trade-Mark Registered 
in Patent Office. 


Under number 152,561, the 
American Steel and Wire Company 
of New Jersey, Cleveland, Ohio; 
Chicago, Illinois; Pittsburgh, Penn- 
sylvania; New York, New York, 
and Worcester, Massachusetts, has 
cbtained United States Patent Office 


ANTHONY 


152,561. 


registration for the trade-mark 
depicted herewith. The particular 
description of goods to which it 
applies is plain and galvanized wire 
fencing. Application for registra- 
tion was filed September 12, 1921, 
and the Company claims the use of 
this trade-mark since August, 1903. 
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ters, Heidelburg Hotel. 
Secretary-Treasurer, 
lege, Mississippi. 

American Society of Heating and 
Ventilating Engineers, Semi-Annual 
Meeting, June 5, 6, and 7, 1922, Hotel 
Iroquois, Buffalo, New York, and June 
8, 9, and 10, 1922, Hotel Wolverine, De- 
troit, Michigan. C. W. Obert, Secre- 
tary, 29 West Thirty-ninth Street, New 
York City. 

Metal Branch National Hardware As- 
sociation, Hotel Statler, Cleveland, Ohio, 
June 9 and 10, 1922. W. H. Donlevy, 
Chairman, 1012-14 Cherry Street, Phil- 
adelphia, Pennsylvania. 

Associated Advertising Clubs of the 
World, Milwaukee, Wisconsin, June 11, 
12, 13, 14 and 15, 1922. Carl Hunt, Sec- 
retary, 110 West 40th Street, New York 
City. 

National Retail Hardware Association, 
, Illinois, June 19, 20, 21, 22 and 


E. R. Gross, 
Agricultural Col- 


1922. Ueadquarters, Hotel Sher- 
i Herbert P. Sheets, Secretary- 
Treasurer, Argos, Indiana. 

Master Sheet Metal Contractors’ 


Association of Ohio, Zanesville, Ohio, 
July 18 and 19, 1922. W. J. Kaiser, 
Secretary, 123 East Chestnut Street, 
Columbus, Ohio. 











| Retast Hardware Doings 




















| Coming Conventions ‘| 


American Zinc Institute, Hotel Stat- 
ler, St. Louis, Missouri, May 8 and 9, 
1922. S. S. Tuthill, Secretary, 27 Cedar 
Street, New York City. 


Panhandle Hardware and Implement 
Association, Amarillo, Texas, May 
and 9, 1922. C. L. Thompson, Secretary, 
Canyon, Texas. 


Southeastern Retail Hardware and 
Implement Association, Convention and 
Exhibit, May 9, 10, 11, and 12, 1922, 
Chattanooga, Tennessee. Walter Har- 
lan, Secretary, 460 St. James Building, 
Jacksonville, Florida. 

Western Warm Air Furnace and 
Supply Association, Indianapolis, In- 
diana, May 15, 1922. John H. Hus- 
sie, Secretary, 2407 Cuming Street, 
Omaha, Nebraska. 

Sheet Metal Contractors’ Association 
of Indiana, Indianapolis, Indiana, May 
15, 1922. Ralph R. Reeder, Secretary. 
312 East Sixteenth Street, Indianapolis, 
Indiana. 


Western 





Warm Air Furnace and 
Supply Association, Indianapolis, In- 
diana, May 15, 1922. John H. Hussie, 
Secretary, 2407 Cuming Street, Oma- 
ha, Nebraska. 


Hardware Association of the Caro- 
linas Convention, Winston-Salem, North 
Carolina, May 17, 18, 19 and 20, 1922. 
T. W. Dixon, Secretary- Treasurer. 
Charlotte, North Carolina. 


National Association of Sheet Metal 
Contractors’ Convention and Exhibition 
in the Cadle Auditorium, Indianapolis, 
Indiana, May 16, 17, 18, and 19, 1922. 
Edwin L. Seabrook, Secretary, 608 
Chestnut Street, Philadelphia, Pennsyl- 
vania. 

Mississippi Retail Hardware and Im- 
plement Association Convention and Ex- 
hibit, Fair Grounds, Jackson, Mississippi, 
May 24, 25 and 26, 1922. Headquar- 


Illinois. 

W. L. Quick of Piper City has pur- 
chased the hardware and implement 
business of J. A. Montelius of that 
place. 

C. R. Baugh has purchased a hard- 
ware store at Farmington. 

Mr. Holmes has sold out his hard- 
ware store at Belvidere and has retired 
from business. 

Indiana. 

Earl Allen has sold his hardware 
store in Whitestown to Smith and Gray. 

The Weis Implement and Motor Com- 
pany has opened up a hardware store 
at Marion. 

Frank Summe of Marion has sold his 
hardware store at Upland to Fred 
Briggs who turned it over into the 
charge of his son, Bernard Briggs and 
his son-in-law, Clayton Millspaugh. — 

Iowa. 


J. S. Barr of Birmingham has traded 
his stock of hardware and implements 
to George Trotter for a farm near 
Granger, Missouri. 

E. H. Kuker and his brother A. C, 
Kuker, have taken possession of the 
Tripoli Mercantile Company at Tripoli. 

Michigan. 

R. C. Hart of Perry has purchased 
the hardware and implement interest of 
H. S. Dunning in the Dunning and Hart 
hardware store, and will unite it with 
the interest he purchased’ in the stock 
owned by Mr. Austin in the firm of 
Austin and Rann. The new firm will be 
known as Rann and Hart. 

Minnesota. 

Nick Lannertz has sold his hardware 
business at Slayton to some people of 
Ladysmith, Wisconsin. 

Lars J. Kittelsrud has purchased a 
hardware store at Barnesville. 

Ohio. 

Russell Baker of Sugar Creek has 
purchased a hardware store at James- 
town, Greene County. 
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Study and Interpretation of Advertisements. 


You Can Make Your Advertisements More Gainful by Avoiding 
the Faults and Profiting by the Good Qualities of Others. 


Here is an unmistakable bargain 
in a 4-quart aluminum stew pan. 

It forms the text of an excellent 
advertisement by the Nichol Hard- 
ware Company, reproduced here- 
with from the Anderson Herald, 
Anderson, Indiana. 

This company does not offer 
some obscure brand which might 


4 QT. WEAR-EVER 
STEW PAN 


996 ach. 


Cover on 19c Extra 


March 27—April 8 


The NICHOL Hdw. Co. 


West Side Square. 


arouse doubts as to the genuine- 
ness of the argument. 
' Instead, it features a nationally 
known product bearing a_ trade 
mark. It stands for fine workman- 
ship and sturdy material. 

a oR * 

In order to exercise the influence 
of persuasion upon the needs and 
desires of the prospective customer, 
illustrations should be appropriate 
to the text of an advertisement. 

Now, as a matter of fact, no one 
associates the installing of builders’ 
hardware with a monkey driving a 
screw in a hinge and holding an- 
other one ip the crook of his tail. 

It does not mean anything. 

No natural association of ideas is 
aroused by such a picture. 

By way of answer, it might be 
urged that the illustration in the ad- 


vertisement of Brown and Chap- 
pell Company, reproduced herewith 
from the Hollister Daily Advance, 
Hollister, California, serves the pur- 





When you bu pa | 


come to us 


BUILDERS. HARDWARE ~ 


After you build you do not 
want vour Hinges to break, 
vour Keys to stic kin your 
Locks, so come to us. 


Our Hardwars 1s the Best: 
It Stands the Test 


BROWN & CHAPPELL CO 











pose of attracting attention to the 
advertisement, and is justifiable on 


that account. 
* OK * 


In the original the advertisement 
of the East Fifth Street Hardware 
Company, as it appeared in the 
Waterloo Times, Waterloo, lowa, 
measured 4 by 2% inches. 

It was, therefore, easily legible. 


The brief text of the advertise- 


ment is cleverly composed. 


In a few, clean-cut words it tells 
the story of the Clipper mower. 

An excellent feature of this ad- 
vertisement is its concluding sen- 
tence, namely, “Don’t wait until 
summer to have your lawn mower 
sharpened. We'll do it now—make 
it as good as new.” 

Thus the reach of the advertise- 
ment is broadened to take in those 
who are not in need of a new 
mower but who may, nevertheless, 
be included in the service of the 
advertiser as regards lawn mowers. 


The selling appeal of this adver- 





| BICYCLES, PHONOGRAPHS, GUNS & LOCKS REPAIRED 
Examine this Clipper Mower 


\ iy 





Cute tal! grass and chick: exterminstes 
dandelions and plantain Easy running. 
Come in—see it. Don't wait until summer 
to have your town mower eharppened. We'll 
do it now—make it as good as new 





EAST FIFTH ST. HARDWARE CO. 


Tin, Gutter, Furnace and Stove Work 











tisement could be strengthened con- 
siderably by a frank quotation of 


prices. 
* * ok 


Here is an advertisement which 
appeared in the Dubuque Herald, 
Dubuque, Iowa. 

In the original, it measured 634 
by 2% inches. 

Perhaps the third word in the 
first line was purposely misspelled 


(You May Mot be Queen of the ‘May ) | 


but you can be King of the Garden by using Kleih’s Gar- 
den Seeds, Tools and Cultivators Our line is most com plete 


ware K LEIH’S 


HARDWARE 
Seed Salewmen Since 1884 





120 
CENTRAL 
AVENUE 


a 





” ” 


“mot” instead of “not” to attract 
attention. 

However, the line serves its pur- 
pose of arresting the notice of the 
reader, although it is not good prac- 
tice to let such errors go by. 

As a general message calling 
attention to gardening seeds and 
supplies it is a seasonable announce- 


ment. 
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Facts of Warm Air Heating and Ventilating. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Theatres and Other Buildings. 


Joins Research Laboratory of 
Heating Engineers. 


The personnel of the Research 
Sureau of the American Society of 
Heating and Ventilating Engineers 
at the Bureau of Mines, Pitts- 
burgh, Pennsylvania, has been 
strengthened by the accession of 
Percy Nicholls, a noted authority 
on heating and ventilating. 

The following biographical sketch 
of Mr. Nicholls is reproduced from 
the April issue of the Journal of 
the American Society of Heating 
and Ventilating Engineers: 

Percy Nicholls was born June 4, 
1870, at London, England. His 
early education was at the North- 
ern Congregational School, Wake- 
field, and he covered the latter part 
of his course there with scholar- 
ships he gained. 

He entered the University of 
Leeds and while there also cov- 
ered his expenses by scholarships. 
He took the Civil and Mechanical 
Engineering courses and graduat- 
ed first of his year in 1891, with 
the degree of M.Sc. 

He then served a four-year shop 
apprenticeship course in Mechani- 
cal Engineering Works and at the 
end of that time competed for a Sir 
Joseph Whitworth scholarship, and 
was one of the four successful can- 
didates: 


These scholarships are, in the 
British Dominions, considered the 
blue ribbon of engineering academ- 
ic distinctions, there being only four 
available each year, which are open 
to all competitors. 

He then entered the- electrical 
field and joined the General Elec- 
tric Company of Manchester. 
Kealizing that better experience 
could be obtained in America he 
came here in 1897 and served with 
the Westinghouse, Western Elec- 
tric and, when they gave up their 
power apparatus manufacture, took 


some of it to the General Electric 
Company. 

He then entered the operating 
field and was engineer of works 
for a carpet mill, having control of 
the buildings, plant and power- 
house. 

His natural inclination being to- 
wards research and analytical work, 
he took the position of head of the 
planning and research department 
with the Franklin Manufacturing 
Company, Franklin, Pennsylvania, 
and this naturally brought him in 
touch with heat transmission prob- 
lems. 

Through this Company he acted 
as technical advisor for the Magne- 


sia Association of America and 
followed for them the work done 
by their fellowship at the Mellon 
Institute of America. 

From this Association he re- 
ceived a presentation of a gold 
watch “in recognition of the high 
scientific standard of his guidance 
in the field of heat insulation.” 

At the invitation of the Pennsyl- 
vania State College he spent his last 
summer vacation with them outlin- 
ing a course of heat transmission 
investigation, which included the 
development of a heat transmission 
standard resistance place, such as 
he suggested at our Cleveland meet- 


ing. 


Heating Large Buildings Successfully Is a 
Fine Way to Popularize Warm Air Heaters. 
Dealers and Installers Can Learn to Handle Big Jobs of 
This Kind and Thereby Profitably Expand Their Business. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcoRD by 
R. B. Monfort, Secretary and General Manager, The 
Farquhar Furnace Company, Wilmington, Ohio. 


WING to the great amount of 
discomfort and sickness among 
the employees of the old building, 
due to steam heat and its accom- 
panying faults, the officials of the 
Clinton County National Bank, 
Wilmington, Ohio, when consider- 
ing the new structure erected in 
i915, demanded certain hygienic 
benefits that necessitated a depar- 
ture from the customary methods 
of heating such buildings. 
The artistic effect was in no way 


compromised. However, perfect 
harmony between the architect, 
building contractor and _ heating 


contractor was assured, which is 
always essential for most ideal re- 
sults. 

Some of the requirements enu- 
merated below, although apparently 
exacting, really meant a great deal 
to the comfort, health and general 


efficiency of the occupants of the 
building. 

For sanitary reasons no warm air 
registers were allowed in the main 
public auditorium or lobby; only 
one floor register was permitted 
back of the cages for the conven- 
ience of the clerks. Floor registers 
must be installed in the president’s, 
cashier’s and customers’ private 
rooms. 

The air delivered by the furnace 
to the building must be entirely 
free from fire poisons, soot, etc. 

All air must be filtered that was 
taken from the outside, due to the 
necessity of these ducts opening on 
a used thoroughfare. 

Provision must be made for a 
complete change of air in the en- 
tire building every ten or fifteen 
minutes. 

The heaters must be of sufficient 
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capacity to prevent the devitalizing 
cf the air from over-heating. 

A uniform temperature of 72 de- 
grees must be maintained through- 
out the entire building day and 
night without noticeable variation. 


amount of cold is admitted through 
the glass surfaces as that of walls 
our methods of estimating will be 
clearly understood. 

The depth of the basement and 
length of the piping are both great 
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over the heaters and circulated 
throughout the building, with a 
complete change every fifteen min- 
utes. 

To make such a system possible, 
proper capacities were figured, fric- 
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This to be done in a building 22 
feet x 69 feet with 26 foot ceiling, 
with a total glass exposure of 1,686 
square feet. 

In determining the capacities 
necessary properly to heat and ven- 
tilate this building only the actual 
outside exposures such as walls, 
doors and windows are figured. 
Cubical contents not being requisite, 
no account is made of same. 


BASEMENT 


PLAN 


NATIONAL BANK WILMINGTON OHIO 


FARQ JHAR FURNACE co. 


factors in determining the proper 
size of pipes and registers. 

After entire pipe capacities are 
ascertained, heaters with capacity 
figured to supply the cross section 
area of piping are installed. 

It is well to bear in mind that 
owing to the design of the FarQuar 
casings, ample room is insured to 
pass this amount of air. 

.In the laying-out of the system, 


tion in piping reduced to the mini- 
mum by the installation of approved 
special boots for the wall stacks 
and the utilization of all available 
elevation. 

The return ducts, which equal in 
capacities those of the warm air, 
are so located with reference to ex- 
posed portions of the building that 
in addition to the performance of 
their part of the ventilating system, 
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THE FARQUHAR FURNACE co- 


Pipe and register sizes with 
heater capacities are based on one- 
quarter actual wall surface plus the 
glass surface (doors being figured 
as glass). 

Assuming that four times the 


provision in this case is made 
whereby 2,339 square inches of 
warm air, and 2,587 square inches 
of return air in addition to the 455 
square inches of outside air, not 
mentioning infiltration, is passed 


CEILING 26’0° 


all outside air admitted through 
swinging doors is readily drawn to 
the settling chamber of the casing 
without the so common floor drafts. 

Fresh outside air is admitted 
(capacities as shown on plans) to 
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the system through our own de- 
signed filters, in correct proportion 
to the demand of warm air on the 
heaters. 

‘In this case approximately 20 
per cent of the air in circulation is 
taken from the outside and passed 
over the heaters. 

This makes the air analysis such 
that at no time will there be more 
than six parts carbon dioxide or 
breath to ten thousand parts air, 
which comes well within the limits 
prescribed by the health authori- 
ties. 

As every square inch of the fire- 
box is prime heating surface it is 
possible to circulate larger volumes 
of air with practically no increase 
in fuel consumption. 

A vent flue 16 inches x 20 inches 
is incorporated in the architect’s 
plans and so built that all foul or 
impure air is quickly removed. 

The layout of the system em- 
braces a twin setting (two units 
under the one casing) with one sin- 
gle setting as an auxiliary. 

With such a system it is possible 
during the milder weather to fire 
only the one unit of the twin set- 
ting. During the average winter 
the heating and ventilating of the 
entire building is _ satisfactorily 
maintained by the use of the twin 
setting alone. 

For the extremely severe weather 
the single setting or auxiliary may 
be fired as desired. . 

The fact that the room circula- 
tion is so complete and not depend- 
ent on either setting makes such a 
method feasible. 

The heater casings usedin this 
installation are our regular storage 
bonnet type. Owing to the depth of 
the basement (9 feet 6 inches) it 
is possible to take all warm air 
pipes from the extreme top. 


The casing is so designed as to 
conform to the shape of the fire- 
box, with ample space to insure 
positive and uniform circulation. 
Casings are of double wall con- 
struction and built with an insulat- 
ing packing in addition to the I- 
inch air space between walls. 

Such construction positively pre- 
vents heat waste in the basement. 
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The casing bases dre so designed 
that all return air is delivered at the 
extreme base of the heaters. 

These return chambers are so 
proportioned and relatively con- 
nected with the storage bonnet of 
the casing that a positive and uni- 
form full capacity to each warm air 
pipe is insured—no “course of 
least resistance” circulation in a 
FarQuar casing. 

All pipes, ducts, fittings, stacks 
and casings are constructed of 26 
gauge galvanized sheets with the 
approved lock seam and clasp, such 
construction being used throughout 
because of its dust tight qualities 
and rigidity after erection. 

The fire-boxes used in this in- 
stallation are of steel and one-piece- 
body construction, the plates being 
electrically welded into one contin- 
uous piece of metal. 

Being without seams or joints 
and of material which is impervi- 
ous to gases of combustion, the air 
in circulation is entirely free from 
such poisons. 

By design and construction of the 
fire-box a down draft principle 
with large grate area properly pro- 
portioned insures slow combustion 
and complete extraction of heat 
units from products leaving the 
smoke passage, which is located at 
the extreme base and front of the 
furnace. By test only sufficient heat 
escapes to prevent flue condensa- 
tion. 

By the air tight construction 
automatic regulation is made effi- 
ciently possible. 

A unique feature of the FarQuar 
regulator is that the fire-box itself 
is the actuating member. A regu- 
lator that is free from delicate 
mechanism, merely the harnessing 
of the laws of nature, expansion 
and contraction. 





Can One Chimney Be Used 


with Success for Two Furnaces? 

A Chicago architect requests in- 
formation as to the proper size 
chimney for a two flat residence 
where two warm air furnaces are to 
be connected with the same chim- 
ney. 

Installers are invited to give their 
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stiggestions—both as to the practi- 
cability of using only one chimney 
and as to the size of free air space 
in the chimney. 

It is our firm conviction that no 
chimney can serve two masters. 
One furnace may be desired to op- 
erate under full draft, while the 
other is checked, which is a phys- 
ical impossibility. ‘ 





New Out-0-Wall Register 


Saves Time and Labor. 

For old houses and jobs where 
there is a double joist, sill, or wall 
under the partition, the new Out- 
O-Wall Register, made by the 
Rock Island Register Company, 
Rock Island, Illinois, sames time 
and labor. 


The Out-of-Wall Register. 


As shown in the accompanying 
illustration, the Out-O-Wall Regis- 
ter sets out of the wall, against the 
partition. It is not necessary to 
cut into the wall to set this regis- 
ter but only through the baseboard 
and floor against the wall. 





Sends Out Call for Semi-Annual 
Meeting in Indianapolis. 

The first call for the Semi-An- 
nual Meeting of the Western Warm 
Air Furnace and Supply Associa- 
tion has been sent out by John H. 
Hussie, Omaha, Nebraska, Secre- 
tary of that organization. 

The meeting is to be held May 
15, 1922, in Indianapolis, Indiana, 
in order to give the members of 
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the Association an opportunity to 
participate in the annual conven- 
tion of the National Association of 
Sheet Metal Contractors. 

Secretary Hussie is endeavoring 
to make the program interesting 
and at the same time brief enough 
to be workable in one day. 

He states that he wishes it un- 
derstood that all interested in the 
furnace industry, whether manu- 
facturers, jobbers, or retailers, are 
urged to attend the Semi-Annual 
Meeting of the Western Warm Air 
Furnace and Supply Association, 
and that all will be given free priv- 
ilege of the floor. 





A.W. Glessner Returns from Trip 
to Holy Land and Europ:. 


A. W. Glessner, President of the 
Excelsior Steel Furnace Company, 
Mrs. Glessner and their son Her- 
bert, returned Friday, April 2tst, 
from their tour to Europe, Africa 
and Asia. 


All feel very much refreshed by 
their vacation, and “A. W.” says 
that he is good for at least fifty 
more years of hard work. 

They had a fine trip and say that 
the development of the Palestine 
protectorate is likely to be of much 
greater importance than many peo- 
ple in this country have any idea of. 





Peerless Foundry Company Builds 
Large Addition to Its Plant. 


The Peerless Foundry Company, 
Indianapolis, manufacturer of Peer- 
less warm air furnaces, coal chutes 
and other kindred products, is 
building an addition to its large 
plant on Ludlow Avenue. 


The addition will be 41x 100 
teet, three stories high and will face 
the Big Four track, with a switch 
on same. An electric unloading 
conveyor will greatly facilitate the 
handling of incoming material. 





Warm Air Heater Firm 
Increases Capital. 

The Marshall Furnace Company 
of Marshall, Michigan, has in- 
creased its capital stock from $300,- 
000 to $600,000. 


Fresh Air Is Essential 
to Good Health. 


“The air which we breathe out 
is nothing but the smoke from our 
bodies,” says a noted physician. 

“It can not be breathed back 
again without harming us, any more 
than we can run smoke back into 
a fire and expect to get a good 
blaze. 

“Air which you have fouled will 
foul you, if you breathe it.” 





Moistener for Warm Air 
Heater Flues Is Patented. 


Under number 1,408,404, Peter 
J. A. Schnoor, Holstein, Iowa, as- 
signor of one-half to Buel Couch, 
Sioux City, Iowa, has obtained 
United States patent rights for a 
moistener for warm air heater flues 
fo1 warm air heaters, described 
herewith: 

The combination with a hot air 
flue having a register, of a water re- 
ceptacle arranged in the flue with 
its upper marginal edge flush with 





the flooring, means engaging the 
flooring to assist in supporting the 
receptacle, said receptacle having 
additional means yieldably engag- 
ing the sides of the flue to further 
assist in supporting the receptacle, 
the innermost longitudinal upper 
edge having a flange curved toward 
the register for directing the hot air 
through the register. 





Patent Is Obtained for 
Furnace Regulator. 


Under number 1,407,802, United 
States patent rights have been 
granted to Thomas Olinger, Hol- 
land, Michigan, assignor to Federal 
Stamping Company, Holland, 
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Michigan, a Corporation of Michi- 
gan, for the furnace regulator de- 
scribed herewith: 

In a furnace regulator, a sup- 
porting member, a chain actuating 
member mounted within the sup- 
porting member and provided with 
an annular bead bearing against the 
svpporting member, an operating 











handle passing through the support- 
ing member and connected with the 
chain actuating member to turn the 
same and spring means interposed 
between the operating handle and 
said chain actuating member for 
forcing said bead against the sup- 
porting member, substantially as de- 
scribed. 





Wants Warm Air Heater 
for Low Basement. 


To AMERICAN ARTISAN AND Harp- 

WARE RECORD: 

Please advise us who makes a 
warm air furnace that will go in a 
5'4-foot. basement and will heat 
two floors of fifty-foot rooms. 

Yours truly, 

WaLty HarRDWARE COMPANY. 

, Illinois, April 12, 1922. 





Gambling has taught many a 
young man how he can’t make 
money. 





Once in a while there is a trav- 
eling man who is all that the pin- 
head thinks they all are; but he is 
an exception, and he doesn’t hold 
his job very long. 





It is the man who persists in see- 
ing his ideal, who ignores obstacles, 
absolutely refuses to see failure; 
who clings to his confidence in vic- 
tory, that wins out. 
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Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 
News from Various Branches of the Sheet Metal Trade. 


DESIGNS AND PATTERNS 
FOR METAL TOMBS. 


By O. W. Kothe, Principal St. 
Louis Technical Institute, St. Louis, 


Missouri. Written especially for 
American Artisan and Hardware 
Record. 


In this case we take up a sort 
of pyramidical base with a belt 


ever, be well reinforced to prevert 
buckling caused by heat or other 
agencies, by means of pan staves 
placed every 10 or 12 inches apart, 
as conditions may require. 

The trade must look to support- 
ing this work securely and not think 
to cheapen it, because in so doing 
it will not take long and it will go 


the way of all other American first 


























FIG. I3. 








ENLARGED PLAN 
oF CAP 



































=e 
HALF PATTERN 
FOR SPIRE, 



















































































Pl P 
= a 3 
N=, } 
. =F ¢| 
t oF N Z 
7 
NAME. Y 
\ 
- lO . 
a l a as bs 
ad . 
£, Zz) 4 
j is PATTERN FOR 
1 4, BASE. | 
+ “= 17 * 
'7 
J 
Designs and Patterns for Metal Tombs. 


mold and a spiral as in figure 13 
of a tomb. 

This leaves a very good impres- 
sion and can be easily made out of 
16 or 18 ounce copper or brass. 

The flat surfaces should, how- 


developed products. 

To lay out the base, pick the girth 
from 11 to 18 and set off on a 
straight line and draw girth lines 
after which pick the half widths 
from the center line of elevation 


and set them off on similar lines in 
pattern, as this will enable develop- 
ing the miters and the base. 

To set out the pattern for the 
spire, observe that 1-2 of elevation 
is the true length of.the side, so we 
draw line as 1’-2 in pattern equal 
to this side length of elevation. 

From 
and make a-b and c-d equal to the 
widths of front elevation. 


1’-2 we square out lines 


A similar process is followed 
with the mold where the curves are 
divided in equal parts and a line 
projected to the center line. 

Then pick the girth from the 
mold each member separately and 
set it off on a straight line and draw 
stretchout lines. 

With dividers, pick the half 
widths of elevation working from 
the center line and set them over on 
similar lines in pattern. 

This will give points 2’-3’-4’, etc., 
and enables tracing the miter line. 

This enables drawing the hip 
lines a-c and b-d. 

Then by reversing this pattern by 
means of dividers and trammel 
points in a triangulation fashion, the 
other side can be easily reproduced 
as shown by b’-d’. 

If the width of sheet permits 
making more of these sides, they 
can be made, otherwise it is best to 
use 2 sides and reversing the ends 
to get 2 out of a sheet and save 
waste. 

To set out the square top which 
has a slight pitch to it as A-B-C-D 
we have an enlarged view, with 
H-T as a rise of top. 

Pick the slant line H-D with di- 
viders and using any place as H’ 
as center, strike an arc indefinitely. 

With dividers, pick the side lines 
A-B-C, etc., from plan and set these 
off on this arc as A’-B’-C’, etc., in 
pattern. 

Draw lines between these points 
thereby cutting off the segments of 
are and join the hip lines with H’; 
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allow edges and the pattern is fin- 
ished. 

In the absence of welding the 
joints, seams can be made as at P- 
O-M-N of the various parts. 

Attention is called when making 
seams always to see so the water 
will not run in and can follow down 
the inside. 

Therefore, the edges are always 
turned up as at M and O. 

To permit the water to seep in 
these edges or seams would be very 
impractical and with these tombs 
we must follow the same laws as 
taught with cornice work. The in- 
side must be kept dry. 

To give solidness to the base and 
part of the spire, it is necessary to 
fill it with concrete, but first cross 
partitions should be riveted in at in- 
tervals, close enough so there is no 
possibility of springing out of shape 
or becoming deformed. 

The reader must again reflect 
that metal tombs are being sub- 
mitted not as a cheap product, or a 
substitute for stone; but to make 
a place for itself. 

This means they must be made to 
stand side by side with stone in all 
its beauty; and to stand up to the 
weather, not showing any more de- 
terioration than stone in similar 
periods of time. 


Stone decomposes in from 15 to 
30, 40 and 50 years and there is no 
reason why metal tombs can not be 
made to show the same durability 
with time as stone does. 

This is something for the trade 
to work on. If it is the desire to 
cheapen the product, it is better to 
keep hands off, as cemetery associa- 
tions will not likely permit such an 
invasion. 





Ohio Sheet Metal Contractors Issue 
Roster Showing 313 Members. 


The Sheet Metal Contractors’ 
Association of Ohio has issued a 
booklet, which states their prin- 
ciples and objects of the association 
and also contains a list of the mem- 
bers, arranged according to cities. 

The total membership on April 
Ist was 313. Cincinnati heads the 
list with 67; Cleveland is next with 
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50; then comes Columbus with 38; 
Toledo has 31; Dayton has 27; 
Youngstown has 24; Springfield 
and Zanesville have 13 each; Alli- 
ance and Newark five each. 

The cities named in the forego- 
ing have local organizations and 
regular meeting places, sessions be- 
ing held in nearly all cases twice 
a month. 

In addition there are forty indi- 
vidual members in 34 other cities. 

While not long ago this would 
be considered a fairly good show- 
ing, the Ohio sheet metal men are 
not satisfied and a drive for new 
members is now on, under the aus- 
pices of the Ohio Auxiliary. 

Secretary Fred F. Foster has re- 
cently sent out a letter to members 
of the Auxiliary urging them to 
make a special effort to secure ap- 
plications from their customers 


AND HARDWARE 
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among sheet metal contractors from 
which the following paragraphs are 
quoted : 

“We now call upon you to di- 
vert some of your selling ability 
to the cause of selling the Associ- 
ation to those who are still outside. 
We desire every member of the 
Auxiliary to devote a portion of his 
time when calling on any sheet met- 
al man who is a non-member, to 
convincing him that it is to his ad- 
vantage to sign up immediately. As 
preparation towards making the 
coming National Convention at In- 
dianapolis the greatest ever, let us 
make Ohio one hundred per cent 
Association. 

“You know the prospects in your 
territory. The same reasons which 
sold you on the Association will be 
the ones which will convince oth- 
ers.” 


Gives Directions for Cleaning Automobile 
Radiator Preparatory to Making Repairs. 


The Entire Process of Cleaning Is Described in Twenty 
Simple and Plain Rules Which Are Very Easy to Apply. 


Written Especially for AMERICAN ARTISAN AND HARDWARE RECORD by 
E. E. Zideck, New York City. 


TWENTY-SIXTH ARTICLE. 

O RADIATOR may be re- 

paired while it is mounted 
upon the car. It has to be taken off 
and brought to the shop for any 
work to be done to it. 

Usually the owner or the driver 
of the car or the garage people 
attend to that. 

The radiator repairer who dis- 
mounts and mounts radiators is 
wasting his time, which, in compar- 
ison with the time of the driver or 
the garage help, is vastly more 
costly. 

A real radiator repairer, in fact, 
is too busy with the work of re- 
pairing, preparing for repairs, get- 
ting new cores ready, etc., to have 
any time left for work which can 
be done by non-repairers. 

Radiators needing repairs are, as 
said above, brought. to shop and 
gotten out when fixed by whoever 
owns them or attends to their 
mounting. 


Large shops having delivery 
service also have special help to 
dismount and mount radiators. 

When the radiator has been 
brought in for repairs, the first 
thing to do is to examine it. 

If traces of preparations (anti- 
ireeze, anti-leak, etc.) are found in 
it, the owner of the radiator should 
be told that he is to take the risk of 
having it repaired. 

No guarantee that it can be 
stopped from leaking is possible, 
and if he insists on trying to solder 
up the leaks, he is to take the risk 
of paying for time and materials 
used even if not succeeding. 

The same applies to frost burst 
radiators when owners insist on 
patching instead of wanting a new 
core inserted. 

This is a common practice in 
radiator shops of any standing who 
practice business management and, 
the radiator repairer being in the 
majority of cases held responsible 
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for work he does, he should exam- 
ine the radiator on spot and let the 
cwner know before he starts to 
work upon it. 

Finding no traces of either prep- 
arations having been introduced 
into the radiator or extensive dam- 
age done to the core, the repairer ts 
safe in assuming that he can repair 
it and guarantee the work to be 
good and to last. 

Directions for Cleaning the Radiator. 
1—Clean the radiator of mud. 
2—Take the radiator out of its 

shell. This work is done on the 
table formed by the cover of the 
acid tank. 

Have a soft blanket or similar 
thick and durable material handy 
to put under the radiator, so as to 
prevent its polished shell being 
scratched while you work on it. 

3—Loosen the bolts holding the 
radiator in the shell and put all 
bolts, nuts, locks and other parts 
that you dismount, into a _ recep- 
tacle fastened upon the side of the 
tank. 

4—Having removed all bolts 
from their holds and all other fas- 
tenings, lift the radiator with a 
screwdriver or other handy tool, at 
the bottom first. Here lifted so it 
can slide over the bottom part of 
the shell, slide it out of the opening 
in which rests the filler tube. 


5—Sometimes the overflow pipe 
will be in the way, and if it is, just 
loosen it where it is fastened to the 
bottom tank or to the shell, and 
bend it so that it is placed over the 
core. 

6—Take out bolts, if there are 
any, in the bolt plates; also the 
drain cock, if it interferes with the 
lifting from the shell. 

7—Once the radiator proper is 
out of the shell, submerge it in the 
boiling water of the water tank and 
let it boil out for awhile, at least 
until you have cleansed the cover 
of the acid tank of all tools you 
have used and have disposed of the 
blanket, so as to leave the cover of 
the acid tank free to slide over the 
water tank. 

&8—This done, see in what con- 
dition is the acid solution in the acid 
tank. 
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Take a cléan strip of zinc and 
submerge its one end in the solu- 
tion. Take it out instantly and see 
if it shows marks of boiling upon 
its surface. 

If so, and the zinc stays shiny, 
the solution is ready to receive the 
radiator. If the zinc blackens, the 
solution is too strong and clean 
water should be added until the 
blackening of the zinc ceases. 

If no boiling marks, or too little 
of them are visible, the solution is 
too weak and the muriatic acid 
should be added until the zinc strip 
shows that it is being affected. 

g—The solution in the acid tank 
should be one-fifth muriatic acid 
and four-fifths of clear water. 

After each use, a little acid 
should be added to make the zinc 
show boiling marks. 

10—The drain arrangement in 
the tank should be such as to allow 
a one inch long nipple to be 
screwed into the drain opening. 

Whenever the bottom of the 
tank is thickly covered with lime- 
stone mud and other dirt which the 
acid solution boils out of the radi- 
ator, the clear solution from above 
the mud should be drained off into 
a jug, glass jar or lead-lined recep- 
tacle and cold water run into the 
tank to wash it out clean of muddy 
substance. 

11—The clear portion of the 
solution may be used over and over 
again, adding cold water and acid 
to show the zinc boiling. 

The muddy portion of the solu- 
tion may be cleared of mud by 
allowing it to run through a cloth 
sieve. 

12—When the acid solution is 
prepared to show zinc boiling with- 
out being blackened, the radiator is 
taken out of the hot water tank, 
laid on the lattice-table over the 
tank, and washed with cold water, 
using the hose connection to do it 
with and allowing the water to run 
into the hot water tank. 

13—The stream coming through 
the hose connection must be applied 
so as to flow into the radiator and 
wash out the inside of it. 

While this washing is being done, 
the water tank should be opened to 
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drain off the water poured into it 
during the washing process. 

14—Discontinuing the washing, 
the radiator is left lying upon the 
lattice-table above the water tank, 
so that all water may flow out of 
the core and drop back into the 
tank. 

Compressed air hose may be 
used applying the air current into 
and upon the radiator to force out 
water and dry it. 


15—Submerge the radiator in the 
acid solution. Use the sliding cover 
over the tank to prevent much of 
the evaporation of acid filling the 
room, 

Meanwhile, prepare your testing 
outfit, scrapers, rubber stoppers and 
soldering tools. 

16—The radiator is taken out of 
the acid tank after having been 
submerged in the solution for 15 
minutes at least. 

Old and very much 
radiators should stay in 


oxidized 

longer. 
Also, for this kind of radiators the 
solution might be made stronger by 
adding acid. 

Radiators containing limestone 
and preparations should stay at 
least 30 minutes submerged in a 
solution containing enough acid to 
make the zinc strip boil and slightly 
blacken. 

The lattice-table is slid over the 
acid tank and the radiator laid 
upon it, so the solution drops back 
into the acid tank. Then the radia- 
tor is put back into the hot water 
tank and thoroughly washed. 

18—The clean washed and dried 
radiator is taken to the testing tank 
and, if it shows breaks and leaks, 
these are soldered. If no breaks are 
visible, the air test is regulated and 
applied. 

19—The acid-solution-bath will 
have cleaned the metal of the radi- 
ator so that it may be soldered 
without scraping. 

It will be cleaned for soldering 
in the joints, within the air pas- 
sages, everywhere in the laps and 
seams which are either impossible 
to clean by scratching or which it 
would be dangerous to scratch be- 
cause holes in the thin metal might 
be punched. 
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20—Brass and copper will not 
suffer from the acid-solution bath. 
But as said in a previous article, 
chemicals might be used instead. 

The boiling out of the radiator 
and its submersion in an acid bath 
cleans the metal of which the core, 
the tanks, etc., are constructed, of 
mud, dirt, limestone, oxide, etc., in 
short, of all foreign substance 
which interferes with effective sol- 
dering. 

Thus the cleaning of the radiator, 
preparatory to its actual repair, in- 
sures quick and effective soldering 


which constitutes the repair. 

On the other hand, the radiator 
cleaned in this way is practically 
renovated. It will have just as 
much cooling capacity as it had 
when new. 

Therefore, the cleaning of radi- 
ators is a distinct service in itself 
and, in many cases when a radiator 
cools badly, might be resorted to as 
a remedy. 

In sections of the country where 
water contains limestone, the water 
channels will get stopped with it. 

An effective acid bath will eat 
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out the limestone and restore the 
radiator to its former efficiency. 

Being a distinct service, the 
cleaning of the radiator in an acid 
bath as described should be charged 
for separately. And if a repairer 
advertises properly, telling the car 
owners that their radiators néed pe- 
riodical boiling out in acid or 
chemicals, and that he does the 
work at a reasonable charge, he 
will secure much well paying work 
in addition to his regular jobs of 
repairing. 

(To Be Continued. ) 


Fred Cheeper Can’t Go to the Sheet Metal Convention 


Because He Can't Collect Enough to Pay His Expenses. 


He Underbids Other Contractors and Gets an Undesirable Class 
of Customers Who Never Pay a Bill Without Being Sued for It. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcorD by J. C. Greenberg, Cleveland, Ohio. 


WAS on the way to a convention 

and happened to stop over in 

the town where Fred Cheeper was 
in business. 

I was under the impression that 
Fred would also go, and we would 
go together. But I was doomed to 
disappointment, for Fred was not 
going. When I asked him why he 
was not going, he poured out a tale 
of woe that entirely upset me. 

“No,” said Fred. “I will have to 
pass the convention up this time. I 
simply can not make it this year.” 

I could see that Fred was feeling 
badly over having to miss this big 
thing. He was usually a good con- 
vention hound, and I was more 
than surprised at his not being able 
to go. 

“What’s the trouble, Fred?” I 
asked. “Are you too busy? Have 
you so much work that you can not 
lay off three days and go? The 
bunch will sure miss you.” 

“T’'ll tell you the truth,” Fred 
answered sorrowfully. “I am short 
of money. If I had all the money 
that was owed me, I could go to a 
convention in China. But I simply 
can not collect the money, and I 
am all in. I am awfully sorry to 
have to miss it, but you know how 


it is—no money, no convention.” 

“T am sorry to know this, Fred,” 
I replied with sympathy. “I was 
under the impression that you were 
able to go and get all the benefits 
there will be there. A lot of new 
business will be brought up. Among 
them will be the apprenticeship 
question, and I would like to have 
you come along. I believe if you 
tried hard enough, you could make 
it.” 

“Impossible,” was all that Fred 
said. 

This was a serious matter to me. 
Fred was a good customer, and of 
late he was getting to be slow pay. 
I presumed that he was temporarily 
short of money, but the way he put 
it, I began to see that he was at the 
end of his string. 

When a man like Fred misses a 
convention, there is something seri- 
cus financially. I was so interested, 
that I wanted to know all about it, 
because if he was really as bad off 
as he intimated, perhaps I might be 
able to help him out by suggesting 
some remedy. I did knot know just 
what to say at first, so I decided to 
let Fred tell me all about his finan- 
cial condition. So I said: 

“Fred, suppose you tell me all 


about this matter. Maybe I can fix 
things up in some way, or perhaps 
suggest some remedy.” 

“Well,” Fred began, “there is 
really nothing to tell you. I have 
about two thousand dollars on the 
books, and they will not pay. They 
all have some excuse or other, and 
when I try to collect, I never get 
any money. There is no kick about 
the work, and they simply lay me 
off and stall around. Some of those 
bills were due last Fall, and are 
still unpaid. I am just at my wits’ 
end. I can not sue all of them, and 
if I did get judgment I could not 
collect.” 

“Do they claim that the charges 
are too high?” I asked. 

“No. They do not claim any- 
thing except an unwillingness to 
pay,” Fred answered. 

“Are any of these bills very 
large?” I asked. 

“No. None of them exceeds one 
hundred and fifty dollars. They are 
just small accounts that should be 
paid,’ Fred replied with disgust. 
“T did not charge them high. In 
fact, I was low on all of them. I 
guess I am the goat all right.” 

Fred’s last remark set me think- 
ing. He was low bid on all of the 
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work and got stung right and left. 
I began to see why he was in bad. 

“Yes you are the goat all right,” 
I said slowly. “You are your own 
goat. You brought this misfortune 
upon yourself, and you are suffer- 
ing self-inflicted wounds—.” 

“What do you mean,” Fred in- 
terrupted quickly with a sort of 
jerk. “What do you mean by that 
last remark? How am I to blame 
ior this? I can not help that they 
do not pay. I could stand it all 
right if I had about five hundred 
dollars. It is all hard luck—that’s 
all.” 

“Fred, as a friend, let me tell you 
a few things that I know to be 
facts,” I began in sympathetic sort 
of way. “I have seen many sheet 
metal men die just like you are dy- 
ing right now. I have stood over 
the commercial grave of hundreds 
of tinners who died of the same dis- 
ease as you are dying of. You have 
broken a natural law of business, 
and you blame it on hard luck. In 
2 way you have hard luck because 
you have bad habits—.” 

“Cut out that sermon stuff,” 
Fred wheeled at me. “I do not 
want to be preached to like that. 
Here I am dead broke, and you 
come around to rub it in. How am 
I to blame? Just where am I at 
fault in this misfortune? It feels 
pretty bad to have a friend like you 
tell me such things.” Fred could 
say no more. He was sad and feel- 
ing mean. 

“Fred,” I answered, ignoring his 
temper, “Let me tell you that it is 
because I am your friend that I 
want to tell you your faults. It is 
the only way you can cure yourself. 
It is my duty as a friend to tell you 
just where you are in bad, and help 
you cure yourself. If you are half 
a man, you will listen to me and let 
what I tell you sink in deep into the 
bone in your head. 

“T said it was your own fault,” I 
continued, “because you have in the 
last year or so conceived the idea 
that all you have to do is to under- 
bid competition and get lots of 
work, and you would become rich 
quick. Instead of bidding for profit, 
vou bid for quantity of work. You 
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were keeping your men busy, and 
paying them every week. They got 
theirs all right, and you got it in 
the neck. You were working for 
your men instead of having them 
work for you.” 

Fred Cheeper was as silent as a 
wooden Indian. Not a word did he 
say, so I continued with the riot 
act. 

“A lot of work unless it has a 
profit, does not mean anything at 
all, as you can see now. You have 
made it a practice to get below 
everybody, and you gave away the 
profits. Those jobs you landed were 
from customers who did not care 
what kind of a job you did because 
it was cheaper. A customer who 
looks for the cheapest possible job, 
hardly can afford high grade work 
because the price is too high. Now 
then, if a customer can not pay for 
good work because he has no 
money, how can he pay his bills?” 

Fred was still silent. He just 
leaned against the work bench, and 
was motionless. 

“The result is,” I went on, “that 
by your cheap methods, you have 
invited the poorest trade in town. 
Your reputation became spread all 
cver town, and all of the cheap, 
trashy customers flocked to you. No 
one else would willingly have them. 
Your competitors simply gave you 
enough rope to hang yourself, and 
you are hung right.” 

“T guess you are right,” Fred at 
last admitted. “It seems that | 
have really got the kind of custom- 
ers you say I have.” 

“There is no doubt about it,” | 
answered with assurance. “You can 
plainly see that they will not pay 
you, and you are helpless about it.” 

“Well,” Fred asked in despair, 
“What can I do?” 

“You can only do as you should 
do,”’ I answered. “You must change 
that cheap habit of bidding so low 
that you will not get a decent pay- 
ing customer. The real profitable 
customer is particular, because he 
pays his bills, and wants no cheap 
work. He is willing to pay the profit 
and get good work. You must fix 
this one fact in your mind, and it 
is this: The end of every hog is the 
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slaughter. You have tried to hog up 
all the work, and now you are at 
the slaughter. I do not know what 
else to tell you, Fred, except that 
you must change your method and 
work for profit. Be high enough to 
command respectful customers who 
will pay for honest work. This is 
all the advice I can give you.” 


Friend, as you read this page stop 
and just look over your books, and 
see how many bills are owed you 
that are dead. See how many of 
those cheap bids got you anything. 

Better look after the way you bid 
on work, and be sure that you are 
getting profitable business. If you 
are like Fred Cheeper, there will 
be one more sheet metal funeral in 
your town, and you will be the 
chief mourner with several jobbers 
to help you cry. 

This is the time to stop—look— 
and listen. 





Receives Numerous Answers to 

Ad in AMERICAN ARTISAN. 

To AMERICAN ARTISAN AND Harp- 
WARE REcorD: 

I wish my Want Ad for tinner 
discontinued as it has done the 
business. 

I have had a great many answers 
te my ad, and they are still com- 
ing in. I think I have picked out 
a good man for the work I have 
to do. I wish to thank you for 
your assistance. 

Yours truly, 
R. D. GrieEvEs, 
———, Illinois, April 27, 1922. 





Volume of Metal Statistics 
for 1922 Is Ready. 


The fifteenth annual edition of 
“Metal Statistics,” published by the 
American Metal Market and Daily 
Iron and Steel Report, New York 
City, is ready for distribution at the 
modest price of one dollar. 

It contains a general assortment 
of statistical information about fer- 
rous and non-ferrous metal similar 
to that of previous editions. 

Various new tables have been in- 
troduced which are designed to in- 
crease the usefulness of this book 
to the trade. 
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Tells Inquirer How to Make 
Vacuum Cistern Cleaner. 


To AMERICAN ARTISAN 

HARDWARE RECORD: 

In your issue of April 15th, 
H. H. Christensen asks about vac- 
uum cistern cleaner. 

I enclose a sketch of such a 
cleaner that can be made at any 
sheet metal shop. 

I have made quite a number of 
them, and in different sizes, but the 
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tern till it rests on the cistern floor, 
hold firmly and open valve in pipe. 
As the air escapes the cone will fill 
and it can be lifted from the cistern, 
the lower valve will close and you 
have a cone full of mud and water. 

By pressing up on the lower 
valve the cone may be emptied. 

Yours truly, 
WitxiaM H. Gast. 
— , Indiana, 
April 17, 1922. 


_ AKG 





Sketch Showing How to Make Vacuum Cistern Cleaner. 


size of those most used is 12 or 14 
inches across the bottom. 

As you see by the sketch, it is 
simply a cone with a valve at the 
bottom, valve and opening made to 
correspond to the size of the cone. 

Solder a No. 6 wire around the 
upper edge of the opening so as to 
form a seat for the valve (valve 
should be leather). 

Use a heavy plate on the upper 
side of leather, and place a stop on 
valve so it will not open too far and 
fail to close. 

Solder a piece of 34 inch pipe to 
a plate and run pipe through top of 
cone far enough to put on a 
coupling. Solder plate and pipe 
firmly to cone. 

Add enough short lengths until 
you have the length desired. 

Place a valve in a section of pipe 
rear the top. 

Be sure to put legs on cone so it 
will be raised a little off the floor of 
the cistern. 

To operate cleaner, close valve in 
pipe, immerse the cone in the cis- 


Indiana Auxiliary Tops}List 
in Active Membership with 189. 


In the latest membership roster 
of the Jobbers’ and Salesmen’s 
Auxiliary to the Sheet Metal Con- 
tractors’ Association of Indiana, 
there are 121 different firms listed, 
represented by 189 paid up mem- 
bers. 

Many of the supply houses have 
several of their traveling salesmen 
enrolled, one having nine, another 
seven in the list, thus showing more 
than ordinary appreciation of and 
great willingness to cooperate in 
the work which this very live or- 
ganization is doing to help the sheet 
metal contractors of Indiana im- 
prove their business. 

As will no doubt be remembered, 
the Indiana Auxiliary sponsored 
the great exposition of sheet metal 
products, tools and machinery 
which is to be held in connection 
with the annual convention of the 
National Association of Sheet Met- 
al Contractors, at Indianapolis, 
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during the week of May fifteenth. 
The following have been placed 
in nomination by the committee, 
headed by E. D. Schuknecht, ap- 
pointed for that purpose, the elec- 
tion to be held May 19th in Cadle 
Tabernacle, Indianapolis : 

President—E. W. Norman. 

First Vice-President—A. J. 
Becker. 

Second 
Geitz. 

Third 
Ingalls. 

Fourth 
Canine. 

Secretary—Paul R. Jordan. 

Treasurer—J. C. Henley. 

Directors—F. A. Wilkening, 
Karl Roth, E. P. Epperson and W. 
C. Fletcher. 

Membership Committee—H. A. 
Beaman, Chairman; W. R. Lawson 
and F. H. Speaker. 

It is also recommended that the 
Constitution be amended to pro- 
vide for four vice-presidents in- 
stead of two. 


Vice-President—Phil 
Vice-President—Ralph 


Vice-President—IF. _L. 





Strikes Have No Terrors 
Now for Chuck Overlee, 
of Rockford, Illinois. 

The following message was re- 
ceived Thursday, April 26th, from 
Fred Bloomfield of Manny Heat- 
ing Supply Company: 

To AMERICAN ARTISAN: 

“Chuck” Overlee, of the Rock- 
ford Heating and Metal Company, 
gave birth to a son on April 13th 
at 10:05 p. m. Father and son do- 
ing nicely. 

This was a pretty lucky day for 
“Chuck.” He now has two sons, 
the older being two years old. Both 
will be put to work in his shop in 
a short time, so that the tinners 
and furnace men can go on strike 
for all he cares. 

The name of the latest “issue” 
of the Overlee products is William 
Frederick. 

Yours truly, 
Frep BLOOMFIELD, 
Rockford, Illinois, April 25, 1922. 

Congratulations from the Edi- 

tors, Chuck. 
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Makes Angle Iron Circular 
Bending Machine. 


The equipment of the sheet metal 
shop and, hence, its capacity for 
handling business, can be enlarged 
profitably by the addition of a cir- 
cular bending machine, 
such as that shown in 
the accompanying il- 
lustration, 

This machine, which 
is made by the Excel- 
sior Tool & Machine 
Company, East St. 
Louis, Illinois, is 
known as the Excel- 
sior Angle Iron Circu- 
lar Bending Machine 
No. 14. 

It will cut to length 
and bend 2x2x% 
inches, soft mild steel 
angle iron to a true cir- 
cle without defacing 
the angles. 

Also % x 4-inch bar 
iron and 2-inch Tee 
iron and less can be 
formed with the same 
rolls, which are adjustable to the 
various requirements. 

Small circles can be rolled 
through this machine by one pass 
with the ends close together, and by 
reversing the angles allowing them 
to pass through the machine twice, 
both ends will be true to the circle. 

An illustrated circular explaining 
the operation of the machine can 
be obtained by writing to the man- 
ufacturers. 





Hermsdorfer Talks to E. St. Louis 


Sheet Metal Men. 
A. J. Hersmdorfer, newly elected 
President of the Illinois Sheet 


Metal Contractors’ Association, is 
a busy man these days. On the 
night of April 20th, the East St. 
Louis (Illinois) Sheet Metal Con- 
tractors had a get-together banquet. 

Mr. Hermsdorfer was on the job 
to talk Association activities to 
them. He brought forcibly to them 
the good work accomplished by the 
Illinois State Association and out- 
lined the work for the coming year. 

With him were James Barrett of 





Alton always on the job when he 
can be of service in organization 
work, John Rost, John Schmitter 
and Joseph Merkel, fellow sheet 
metal contractors, eager to aid in 
bringing the East St. Louis Con- 


Excelsior Angle Iron Circular Bending Machine. 


tractors into the State Association. 

Results of this meeting were 
that Hogan Sheet Metal Works, 
Reese Sheet Metal Works, George 
Erhardt, Sam Roberts, James A. 
Lang and John Ruck are now mem- 
bers of the State organization. 

This was one of the most inter- 
esting meeting ever held in the State 
as all present entered heartily into 
the discussions. 

President Hermsdorfer while 
young in the office as President has 
gathered some valuable data and 
presented the arguments in favor 
of state wide cooperation from the 
angle of a practical, successful busi- 
ness man. 

E. W. Norman of Indianapolis 
went over from St. Louis to visit 
the meeting and gave a talk on the 
value of a membership of a local, 
state and national association. 

He outlined clearly the National 
Sheet Metal Contractors’ Conven- 
tion and Exposition program. He 
urges that the Sheet Metal Con- 
tractors attend this convention in 
Indianapolis next month. 
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Indianapolis Local Thanks 
Lafayette Association. 


Those members of the Indian- 
apolis Sheet Metal Contractors’ As- 
sociation who were fortunate 
enough to be in the party that en- 
joved the hospitality of the Lafay- 
ette Local Association at the joint 
meeting on April 19th, wish to ex- 
tend their thanks to the members 
of the Lafayette Association, feel- 
ing a deep sense of gratitude for 
the splendid and generous hospital- 
ity all enjoyed while in Lafayette. 

The Indianapolis party consisted 
of the following Association and 
Auxiliary members: 

Joseph Mattingly, President of 
the Indianapolis Association. 

_ Joseph Gardner, President of the 
Indiana State Association. 
Company. 

Fred Wilkening of 
Metal Company. 

W. S. Waters, Secretary of the 
Indianapolis Association. 

Thos. R. Lavery, Vice-president 
of the Indianapolis Association. 

Frank Doyle. 

Joseph Kress. 

Arthur Creekbaum. 

A. H. Turner. 

©. Vorhees. 

Paul Jordan of Paul R. Jordan 


of Follansbee 


Standard 


Vie Prange 
Brothers Company. 

Blake Wright of Tanner & Com- 
pany. 

The Indianapolis party were met 
at the train by Mr. McDaniels of 
the Cooperative tin shop and “Mine 
Host” John Balkema, the genial, 
hard-working secretary of the La- 
fayette Association, and escorted to 
the shop of Mr. Balkema where 
they were joined by the members of 
the Lafayette Association. 

After a diligent search of the 
hotels, Interurban stations and other 
public places for some of the lost 
sheep of the visiting delegation who 
had promised to attend the meet- 
ing all returned to Mr. Balkema’s 
shop where the ladies had prepared 
a sumptuous feed for all. 

A round table discussion by the 
gathering brought out many inter- 
esting and profitable points, witty 
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stories, and gave everyone a chance 
to speak right up in church. 

The Indianapolis party reached 
home at 2:45 a. m. tired but happy 
and voting unanimously that Lafay- 
ette is a royal entertainer and they 
hope again to repeat the words of 
General Pershing, “Lafayette, we 
are here!” 





Springfield, Illinois, Local 
Issues Schedule of Meetings. 

The schedule of meeting for the 
month of May, issued by J. A. Neu- 
man, Secretary of the Springfield 
Sheet Metal Contractors’ Associa- 
tion, Springfield, Illinois, is as fol- 
lows: 

Tuesday, May 2nd, 8 p. m., spe- 
cial meeting at 411% East Adams 
Street (above Kirlin & Egan’s). 
Subject for discussion: “Collec- 
tions.” Annual election of officers. 
Convention chatter. Write for 
hotel reservation. 

Monday, May 15th, 12:30 p. m., 
extra special meeting. C. I. & W. 
train. The Indianapolis train has 
a Parlor Car. Meals and luncheons 
are served. Railroad travel in the 
month of May is very enjoyable— 
open windows and green fields. 
Wire for hotel reservations. Ask 
for railroad Bertillon certificate. 

Tuesday, May 23rd, 8 p. m., post- 
poned regular meeting. Revision 
and printing of constitution. Re- 
port on Indianapolis Convention: 
“Springfield landed the 1923 Na- 
tional Convention.” 





Indiana Sheet Metal Men Issue 
Convention Program. 

The day before the opening ses- 
sion of the great annual gathering 
of the National Association of 
Sheet Metal Contractors has been 
selected for the convention of the 
Indiana Sheet Metal Contractors’ 
Association, May 15th, in Indianap- 
olis, Indiana. 

In view of the fact that the 
Indiana men will be busy as hosts 
to the national delegates, only one 
day will be devoted to the state 
convention. The program is as fol- 
lows: 


Monday, May 15, 1922. 


10 a. m.—Business Session. 

Convention called to order by Presi- 
dent Joseph C, Gardner. 

Appointment of Committees. 

Auditing. . 

Nominating. 

Resolution. 

Report of State Officers. 

2 p. m—Report of Local Association. 

Report of District Deputies. 

Report of Committees. 

Election of Officers. 

Selection of Convention City. 

Adjournment. , 


Paul F. Brandstedt and Janet 
Strehlow Were Married April 25th. 


Congratulations are in order. 
Paul F. Brandstedt, former Presi- 
dent of the National Association of 
Skeet Metal Contractors and for 
the past four years Chairman of its 
Trade Development Committee, 
has taken unto himself a wife. 

The bride is Janet, the daughter 
of Mr. and Mrs. Rudolph Streh- 
low, Peoria, Illinois. The marriage 
was celebrated Tuesday, April 
25th, at Peoria. 

After a honeymoon trip, part of 
which will be spent in Indianapolis 
at the great convention and exhi- 
bition of the National Association 
of Sheet Metal Contractors, Mr. 
and Mrs. Brandstedt will be at 
home at Tudor Hall, Washing- 
ton, D. C. 

We are sure that we speak for 
every one in the sheet metal trade 
when we wish you all the joy that 
comes of a happy union, Paul and 
Janet. 








Indiana Auxiliary Reports 
Nominations for Officers. 

The following members of The 
Jobber’s and Salesman’s Auxiliary 
to The Indiana Sheet Metal Con- 
tractors’ Association were placed in 
nomination for election at the an- 
nual meeting which will be held at 
Indianapolis, May 19th, 1922, by 
the nominating committee, April 
wth, 1922: 

President, E. W. Norman; First 
Vice-President, A. J. Becker; Sec- 
ond Vice-President, Phil Geitz; 
Third Vice-President, Ralph In- 
galls; Fourth Vice-President, F. L. 
Canine; Secretary, Paul R. Jordan; 
Treasurer, J. C.. Henley; Directors, 
F. A. Wilkening, Karl Roth, E. P. 
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Epperson, W. C. Fletcher; Mem- 
bership Committee, H. A. Beaman, 
Chairman, W. R. Lawson, F. H. 


Speaker. 





Publishes New Edition of The 
Tinsmith's Helper. 

The fifth edition of “The New 
Tinsmith’s Helper and Pattern 
Book,” by Hall V. Williams, has 54 
more pages than the fourth edition. 

The entire contents have been re- 
arranged and amplified. 

Included in the book are simple 
geometry and every phase of mod- 
ern pattern cutting, from the mak- 
ing of every type of seam, lap, and 
joint to conical problems and tin- 
ware, elbows, piping, ducts, gut- 
ters, leaders, cornice, skylight work, 
and warm air heater fittings. 

This very useful volume sells at 
the moderate price of $3.00 and may 
be bought, postage prepared, from 
Book Department of AMERICAN 
ARTISAN AND HARDWARE REcorD, 
620 South Michigan Avenue, Chi- 
cago, Illinois. 





Indicates Way to Prevent Leaks 
Around Flashing. 


Written especially for American 
Artisan and Hardware Record by 
L. S. Bonbright, Peoria, Illinois. 

The origin of leaks encountered 
in the roof on a building are fre- 
quently hard to trace. 

One cause of mysterious leaks 
has been found due to allowing the 
end of weather boarding to touch 
the bottom of the metal flashing of 
an abutting roof. 

Water flowing down the metal 
flashing of the roof can very easily 
catch onto the top edge of the 
weather board when it extends too 
far over the flash. 

The water frequently creeps 
along the top of such a weather 
board until it reaches an obstruc- 
tion such as a stud, when its course 
will be diverted downward. 

Then possibly some other ob- 
struction again changes the course 
of the water, so that when it event- 
ually shows up on the ceiling or 
wall, the source of the leak will be 
hard to find as it may be located 
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at a considerable distance from the 
point where the water first appears 
inside of the house. 

A leak of this character may be 
entirely avoided by seeing that the 
ends of the siding are kept well 
back from the bottom of the metal 
flash. 

One of the causes, and almost in- 
variably so, of the short life and 
cuick leakage of metal flashing: at 
the point of contact of a shed roof 
abutting against the side of a 
weather boarded building is due to 
the fact that soot blowing into the 
corner of the metal flash is held 
there when the siding fits down 
close to the flashing. 

By the action of the weather the 
accumulated soot will turn to an 
acid which will cut through the 
metal in short order. 

This trouble may be prevented by 
having the carpenter keep the bot- 
tom edge of siding a half inch or 
more above the bend or corner of 
the metal. 

This elevation will allow the soot 
and dirt to be easily swept from 
its lodgment and also will permit 
painting the metal which will as- 
sure its longevity as a protection 
against the elements. 





Starts Campaign Against Use 
of Wooden Shingle Roofs. 

The city fire protection move- 
ment inaugurated by Indianapolis, 
Indiana, includes a campaign 
against the use of wooden shingle 
roofs. 

Wooden shingle roofs in Indian- 
apolis have been the chief source 
of fires for several years past, more 
than sixty alarms being turned in 
during a single day on several oc- 
casions. 

The great conflagration hazard 
involved is now clearly recognized 
and every effort will be made to get 
proper legislation to eliminate the 
shingle roof. 

An ordinance now being drafted 
would make it obligatory on prop- 
erty owners to replace all shingle 
roofs with fire resistive material 
within seven years. 

A meeting of representatives of 
firms selling such roofing was held 
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in the Chamber of Commerce not 
long. ago, and exhibits of roofing 
material are being shown all over 
the city together with facts regard- 
ing the relatively low cost of this 
safer form of roof covering. 

“If the present rate of roof fires 
keeps up,” Chief Reidel of the local 
fire prevention bureau said, “the 
taxpayers will have to pay $500,000 
soon for new fire fighting equip- 
ment. It costs the city approxi- 
mately $50 each time a call is an- 
swered. During January it cost the 
city about $27,500 just to put out 
roof fires.” 

He says if the roofs are not re- 
surfaced the cost of new equipment 
will be greater than would be the 
cost of new roofs. 

















Notes and Queries 





Range. 
From John Krall, Lone Tree, Iowa. 

Please advise me who makes a 
combination coal and gas range that 
works satisfactorily on machine 
gasolene gas. 

Ans.—Quick Meal Stove Com- 
pany, Division American Stove 
Company, 825 Chouteau Avenue, 
St. Louis, Missouri; Independent 
Stove Company, Owosso, Michi- 
gan; and Hoosier Stove Company, 
Marion, Indiana. 


U.S. S. L. C. Lock Sets. 


From C. C. Bruscke and Son, Good 
Thunder, Minnesota. 


Kindly give us the address of 
the makers using U. S. S. L. C. on 
front door lock sets. 

Ans.—“U. S. S. L. C.” stands 
for United States Steel Lock Com- 
pany, now known as the Clinton 
Lock Company, Clinton, Iowa. 

Fly Swatters. 


From The C. A. Peck Hardware Com- 
pany, Berlin, Wisconsin. 


Please let us know who manu- 
factures fly swatters. 

Ans.—Fred J. Meyers Manufac- 
turing Company, Hamilton, Ohio; 
Andrews Wire and Iron Works, 
Rockford, Illinois; Wilson-Hurd 
Company, Wausau, Wisconsin; Ra- 
cine Iron and Wire Works, Racine, 
Wisconsin; and J. B. Timberlake 
and Sons, Jackson, Michigan. 
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Knives for 30-inch Pexto Square 
Shears. 


From Thomas Peterson, 1935 West 
Chicago Avenue, Chicago, Illinois. 


Where in Chicago can I get 
knives for 30-inch Pexto square 
shears? 

Ans.—Joseph T. Ryerson and 
Son, 2558 West 16th Street, Chi- 
cago, Illinois. 

Galvanized Letters for Signs. 


From C, L. Epps, 207 and 209 North 
Washington Street, Van Wert, Ohio. 


Please tell me where I can get 
10 or 12-inch zine or galvanized 
letters for signs. 

Ans.—George Steere, 434 South 
Dearborn Street, Chicago, Illinois. 
Address of Seed Filter and Manufac- 

turing Company. 


From Dille and Morgan, Chesterton, 
Indiana. 


Kindly furnish us with the ad- 
dress of the Seed Filter and Manu- 
facturing Company. 

Ans.—They are located at 73 
Franklin Street, New York City. 

Patterns for Metal Fishing Boats. 


From Auburn Furnace Company, Au- 
burn, Indiana. 


Please let us know where we can 
obtain patterns for metal fishing 
boats. 

Ans.—C. F. Thompson Boat and 
Patterns Works, Decorah, Iowa. 

Nickel-Headed Screws. 


From Charles F. Scott, 609 Main Street, 
Memphis, Texas. 


Can you tell me who makes nick- 
el-headed screws for nickel zinc? 
Ans.—Corbin Screw Corpora- 
tion, New Britain, Connecticut, and 
National Screw and Tack Corpora- 
tion, Chicago, Illinois. 
Parker Sheet Metal Screws. 


From Charles F. Scott, 609 Main Street, 
Memphis, Texas. 


Where can I get Parker sheet 


metal screws for joining sheet 
metal ? 
Ans.—You can get them from 


the manufacturers, Parker ‘Supply 
Company, Incorporated, 801 East 
135th Street, New York City; or 
Carr Supply Company, 414 North 
Dearborn Street, Chicago, Illinois. 





Take a survey of your premises 
and see if there is not something 
you can do that will lessen the dan- 
ger from fire to your building. 
When you plan to build have that 
idea of fire prevention in mind. 
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Review of Conditions in the Metal Markets. 


General Situation in the Steel Industry. Report of 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


COPPER QUOTATIONS 
REMAIN STEADY. 


Price quotations of copper re- 
main steady in the outside market 
at 12.87% cents a pound for elec- 
trolytic. 

In the outside market copper is 
still selling at 127g cents a pound 
for electrolytic delivered through 
April, May, June and July. 

The large producers, on the oth- 
er hand, quote these four months 
at 13 cents. 

There is some small expansion 
of domestic demand, but still buy- 
ing is of very unsatisfactory pro- 
portions. 

Late the past week one Connecti- 
cut consumer bought 7,000,000 
pounds of electrolytic at 127% cents 
delivered. 

This same interest is reported to 


have purchased upwards of 25,000,- 
ooo pounds during the buying move- 
ment of November and December. 


It is reported in some quarters 
that sales were effected last week 
at 1234 cents delivered, but this 
was done only where the milling- 
in-transit rate applies and could not 
be done at the present time. 

Prompt Lake copper is on a par 
with electrolytic, but later deliver- 
ies are held % cent higher. 

The market has gradually been 
approaching the 13 cents level. 
Monday of this week sales were re- 
ported at this price. 

A heavy Chinese inquiry for 
casting. copper, involving some 4,- 
000,000 to 5,000,000 pounds, was 
in the market recently, coincident 
with the advance of 4 cents an ounce 
in silver prices, which in turn as- 
sisted Chinese exchange rates. 

Domestic consumption is still in 
excess of production and there has 
been a monthly reduction of surplus 
stocks of from 40,000,000 to 50,- 
000,000 pounds for some time past, 
which holds true of the current 


month and the first quarter of the 
current year. 

Since the first of the year, de- 
liveries and sales have averaged in 
excess of 100,000,000 pounds a 
month, some months reaching as 
high as 150,000,000 pounds. 

On the other hand, production 
has not exceeded 55,000,000 pounds 
monthly, to which, however, we 
must add that reclaimed from scrap 
which has averaged from 5,000,000 
to 10,000,000 pounds a month. 

A price of from 15 to 16 cents 
or higher before the end of the 
year is anticipated throughout the 
trade, as production will be held 
down to a rate commensurate with 
demand. 

In the Chicago market sheet cop- 
per, mill base, declined one-half 
cent per pound. 

Tin. 

The domestic market has not 
been greatly influenced this week 
by the spectacular drop in the Lon- 
don market. 

Monday, April 24th, prices in 
New York advanced from % to % 
cent in spite of a decline of £2 10s 
in London. 

Some American electrolytic tin 
was sold in small lots this week, 
as the producer is resuming produc- 
tion at Perth Amboy, after two 
months’ shutdown. 


Lead. 


The lead market continues very 
strong, with the leading interest 
disposing of little, if any, metal at 
its current quotations of 5.10 cents 
New York and 4.90 cents a pound 
St. Louis. 

The independents are asking 
from 5 to 15 points higher and get- 
ting it, as there is very little to be 
had. 

In fact, in some quarters a short- 
age is reported. There were 200 
tons exported to Germany Tues- 
day, April 25th, and 2,500 tons of 
base bullion was received here from 


Mexico, the largest shipment from 
that quarter in many months. 
Chicago prices advanced to $6.00 
per hundred pounds for American 
pig lead and to $6.60 for bar lead. 


Solder. 

Solder prices in Chicago in- 
creased 25 points during the week. 

The quotations now in effect are 
as follows: 

Warranted, 50-50, per 100 
pounds, $21.50; Commercial, 45- 
55 per 100 pounds, $20.00; and 
Plumbers’, per 100 pounds, $18.75. 


Zinc. | 

Prompt and May zinc advanced 
5 points to $5.35 per hundred 
pounds, but it is doubtful if actual 
sales could be effected at this level. 

Taken as a whole there is a very 
largely increased activity in the min- 
ing district but this has not been 
reflected in increased output, much 
to the surprise of those who had 
anticipated increased production for 
the Spring months. 

The difficulty has been that the 
rich producers of the field have 
been denuded of their rich veins 
of ore and they are now handling 
low grade as compared with their 
previous ores. 

On the other hand, the mines 
that are able to open up on the 
present market are lower grade 
mines, and the volume is not suf- 
ficient to make up for the greater 
recovery of the richer ores. 

Chicago prices of zinc in slabs 
advanced 10 points to $5.50 per 
hundred pounds. 


Sheets. 


The Chicago market for steel 
sheets is experiencing a heavy de- 
mand from domestic consumers. 

The market is steady at the lev- 
el established during the past ten 
days and a further increase of $2 
per ton is expected. 

Enough tonnage has been booked 
by makers at the recent advance to 
establish the market firmly. 
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Announcement by an_ eastern 
maker of an advance of $7 is not 
likely to be followed in Chicago, 
although western producers have 
considerable business on _ their 
books at present. 

An increase of 15 cents per hun- 
dred pounds for one pass cold rolled 
bleck and galvanized sheets went 
into effect in the Chicago market 
this week. 


Tin Plate. 


It is reported that some of the 
independent producers are desirous 
te see the regular price of tin plate 
advanced from $4.75 to $5.00. 

This is the immediate sequel of 
the recent disappearance of sub- 
stantial and rather widespread 
shading of the $4.75 price. 

Deliveries have by no means been 
completed against some of the low 
priced sales made early in the year. 

It is far from improbable that 
some of the mills will announce 
advances in their prices, probably 
to $5.00, but from present appear- 
ances the leading interest has no 
thought of making any change in 
its price, $4.75, to which it has 
been adhering right along. 

News from Pittsburgh states that 
tin plate manufacturers have prac- 
tically all specifications for the full 
output of tin which can be pro- 
duced in May and June under 
present operating conditions. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district which should be con- 
sidered as nominal are as follows: 
Old steel axles, $13.50 to $14.00; 
old iron axles, $19.50 to $20.00; 
steel springs, $13.25 to $13.75; No. 
I wrought iron, $12.00 to $12.50; 
No. 1 cast, $13.50 to $14.00 all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light coppers, 7% cents; 
light brass, 4 cents; lead, 3% cents; 
zinc, 2 cents; and cast aluminum, 
9% cents. 

Pig Iron. 

Chicago Foundry pig iron ad- 
vanced $1.00 per ton during the 
week. Foundry iron is quotable 
from $23 to $24, eastern Pennsyl- 
vania and Buffalo furnaces. 


AMERICAN ARTISAN AND HARDWARE 


However, the buying that has 
been in evidence during the past 
few weeks has been for actual 
needs and was not brought about 
primarily by the coal strike. 

In fact, the present furnace 
stocks are likely to be exhausted 
within the next 30 days. 

According to the weekly market 
report of Rogers, Brown & Com- 
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pany, Cincinnati, Ohio, this has 
been another week of heavy sales 
by furnaces in position to offer pig 
iron. 

The uncertainty in the coke mar- 
ket has a deterring influence. The 
increase in demand for steel has 
made it necessary for the steel com- 
pany furnaces to withdraw from 
the merchant market. 


A Shortage of Fuel Brought on by the Coal 
Strike Causes Restriction of Steel Output. 


Independent Mills Are Advancing Prices on Finished 
Products and Some Have Withdrawn from the Market. 


S a direct consequence of the 

shortage of fuel brought on by 
the coal strike, the output of ingot 
steel is restricted and many steel 
mills have withdrawn from the 
market. 

Fuel production has continued to 
decrease, and the rapid expansion 
it) the steel output has not only been 
checked, but the rate of production 
actually decreased by some 5 per 
cent during the week. The inva- 
sicn of the non-union stronghold of 
Connellsville continues. 

As to finished steel prices, most 
mills have advanced quotations gen- 
erally during the week and others 
have withdrawn from the market 
entirely, but most products can still 
be purchased at the same prices as 
ruled the past week from one or 
more mills. 

However, in view of the whole- 
sale announcements of higher 
prices that have been in evidence 
during the past few days a gen- 
erally higher market will probably 
rule in the next few days. 

Various interests have advanced 
black and galvanized sheets to 3.30 
and 4.30 cents a pound Pittsburgh 
respectively. 

The advance by the Inland Steel 
of bars and shapes to 1.70 cents 
and plates to 1.80 cents, Chicago, 
has been followed by most if not 
all of the independents of this dis- 
trict, but the leading interest still 
quotes some 10 points lower. 

The same is true of the heavier 
rolled products in the Pittsburgh 


district, with 1.50 and 1.60 cents 
the quotations of the independents 
and 1.50 cents that of the Steel 
Corporation. 

The Pittsburgh Steel Products 
Co. has advanced locomotive tubes 
$5 to $105 and mechanical $1o to 
$120. 

Almost all of the independents 
throughout the country announced 
a higher level for wire products 
the past week, but the leading in- 
terest continues to quoie the for- 
mer level. 

The announced intention of the 
Steel Corporation to follow the lead 
oi the independents in lowering and 
raising prices seems to have been 
suspended temporarily, at least, and 
a distinct dual market is again in 
evidence, but this condition is not 
expected to last more than a few 
days at the most. 

A general advance in bolts and 
nuts of 10 per cent was announced 
during the week, and the recent ad- 
vance in spikes caused a rush of or- 
ders from the railroads, some 20,- 
000 kegs being booked during the 
week, 

Line pipe ranges between $60 and 
$65 a ton, which is the card of De- 
cember 16, 1921, and these prices 
compare with $40 current some six 
weeks ago. 

Notwithstanding the higher 
prices quoted by most mills, the 
composite price of finished steel 
products stands at 2.122 cents a 
pound, which is unchanged from 
that of last week. 




















































Current Hardware and Metal Prices. 
AMERICAN ARTISAN AND HARDWARE RECORD 






is the only 


publication containing Western Hardware and Metal prices corrected weekly. 








METALS 
PIG IRON. 
Chicago Foundiy...21 00 
Southern Fdy. No. 2, 22 66 to 23 16 
Lake Sup. Charcoal.28 00 
SOEEED kctcvesuct 21 00 
vine? qU4irt BRIGHT 
PLATES. 
Psr Box 
Ic 14x20 112 sheets $10 00 
rx Sc aceceseces Oe 
Ixx 26RD. ccccceces - 13 60 
rxxx BENTO. ce ccccccss 18 90 
jo o © @ Gi). Seer 15 26 
Ic SORES. cc cccccese 20 00 
rx | 22 60 
xx 20x28..... eoe0ee 25 20 
rxxx ee 27 80 
joe eo Gi |.) erry 80 50 


COKE PLATES. 


Cokes, 180 Ibs... 20x28 $11 80 
Cokes, 200 Ibs.... 20x28 12 00 
Cokes, 214 Ibs....IC 20x28 12 35 
Cokes, 270 Ibs....IX 20x28 14 10 


BLUE ANNEALED SHEETS. 
Base .nccccccces per 100 lbs. $8 38 


ONE PASS COLD ROLLED 
BLACK. 


No. 18-20....... per 100 lbs. $4 10 

ae * aaa per 100 Ibs. 4 15 

ge eee per 100 lbs. 4 20 

> aescesasedas per 100 Ibs. 4 25 

ee Se per 100 lbs. 4 30 

reer per 100 lbs...4 40 
(ALVANIZED 

SS eer per 100 Ibs.$ 4 55 

Bee, BBO... cn ced per 100 lbs. 4 70 

No. 22-24. -per 100 lbs. 4 85 

No. 26.... -Der 100 lbs. 5 00 

No. 27 per 100 Ibs. 5 15 

No. 28... -per 100 lbs. 5 30 

No. 30.. -per 100 Ibs. 5 80 
BAR SOLDER. 

Warranted. 

50-50 -.per 100 Ibs. $21 50 
% « 
Commercial, 
6a per 100 lbs. 20 00 
Plumbers ..... per 100 Ibs. 18 75 
ZINC. 

DM «560k 6vedsewun ean 5 50 
SHEET ZINC. 

ee Se Case easceess ts 8%ce 

Less than cask lots..... cccecS 

COPPER. 
Copper Sheet, milf base..$0 19% 
LEAD. 

MeaeGeem ~ TAs occ cctcccesss $6 00 

DE skh busietasae Siva cess 6 60 

Gheet. 

Full coils --per 100 Ibs. 8 50 
Cut coijs ..... per 100 Ibs. 8 55 
TIN. 

2 eae per 100 Ibs. 34 10 
Me Ge avesdaded per 100 Ibs. 36 10 





HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND AC- 
CESSORIES. 


ADZES. 

Coopers’. 
Barton’s 
WIRED .cccccccccccces 


AMMUNITION. 
Shells, 


Leaded, Peters. 
Loaded with Black Powder 18% 
Loaded with Smokeless 
POWGEr ....cccceseseess 18H 
Winchester. 
Smokeless Repeater 


seoe Met 


PRES cocceccccccceee & 4H 
Smokeless Leader 

DED seune snceeeees 20 & 4% 

Black Powder ..... . & 4% 

U. M. C. 

Nitro Club ....--.cee. 20 & 4% 

DEED  soscceoue eesees 20 & 4% 

New Club .ccccccccces 20 & 4% 


Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&7% 
9-10 gauge 10&7% 
- 11-28 gauge 10&7% % 
ASBESTOS. 
Paper up to 1/16...... . -6c per Ib. 
Rollboard ....... a Ke per Ib. 


Millboard 3/32 to” % .++.6¢ per Ib. 
Corrugated Paper (25 


KK 


sq. ft. to roll)..... $6.00 per roll 
AUGERS. 
Boring Machine 40 @ 40410% 
SEPS TE ccccccees er 

Hollow. 

Bonney’s........ per doz. $30 00 
Post Hole. 

Iwan’s Post Hole and Well 


coccccccccccccecess ORE 6% 


Vaughan’s, 4 to 9 in. 
without handles per doz. $14 00 


AWLS. 


Brad, 

No. 3 Handled...per doz. se 6d 

No. 1050 Handled 1 40 

Patent asst’d,lte4 “ 85 
Harness. 

Common ........per doz. % 05 

PEGE eccesseess 1 00 
Peg. 

Shouldered ..... i 1 66 

Patented ....... = 76 
Scratch. 

No. IS, socket 

n «eee per doz. $2 60 


Pratt, list less........35- 5i°% 
No. 7 Stanley....per ue $2 25 
AXES. 
First Quality, Single 
Bitted (unhandled), 3 to 
4 1D., DOF GOS. .cccccerce eS OO 
Good Quality, Single 
Bitted, same weight, oe 


doz. 10 00 


Sight Spring.....List less 25% 
Straight .........List less 25% 


BARS, WRECKING. 


V. & B. No. 128........24+..80 46 

2 i i i sesteseasees 0 75 

ee... eae 

Sr th ME Eliccscsecccsas © Om 

at ec bcckeecseces 0 90 
; BEVELS, TEE. 


Stanley’s Rosewood handle, new 
list cocccccccccces cleOee 


Stanley jron ““handle.........Nets 
BINDING CLOTH. 


BERS ccccccccccccceccesoececce 

Brass seagevesccoetencvoodiae 

Brass, plated Coccccccococos .60% 
BITS. 


Au 
Featege Pattern...........Net 
rd coe “25% off 





% off 
 eseceweecs eee te 
Russell Jenni -less 10% 
Clark’s Exp VO. occ e+s38%% 


cocccccccece cl O% 


Countersink. 
American Snailhead pes 
- Rose 


"ew * 


eo 
on 
con 


Dewel. 
Russel Jennings ......plus 20% 

Gimlet. 
Standard Double Cut Gross $8 40 
Nail Metal Single 
Cu ross $4 00—$5 00 


Reamer. 
Standard Square... -Doz. $3 +4 
American Octagon... 


Screw Driver. 
No. 1 Common.......Bach 18c 
No. 26 Stanley........Hach 70c 


BLADES, SAW. 


Wood. 
Atkins 30-in. 
NES. ccccce 40 26 
$8 90 $9 46 $6 40 
piston 30-in. 
ms osseee..6 66 
$9 45 $10 05 $8 “ 
BLOCKS. 

WeeGeR § cccccccccccs ett. | 
Patent .cccccccce coccccces + -20% 
BOARDS. 

Stove. Per doz. 
26x26, wood mays. ccocesee @ 
28x28, eccece Oe Oe 
30x30, - oe cseeese 
26x26, paper lined....... 8 15 
28x28, - 7  oepeees ae 
30x30, ” eo secceee BS 

Wash. 

No. 760, Banner Globe 

(single) courses er doz. $5 256 
No. 652, Ban lobe 

(sing Te) reese doz. 6 75 
No. 801, Brass King, per doz. 8 25 
No. 860, Single—Plain 

PUMP  .-seeeeeeeeeeees 6 26 


BOLTS. 
Carriage, Machine, etc. 
Carriage, cut thread, %x6 
and sizes smaller and 
GMOTCEP cccccsscccees 60 & 5% 
Carriage sizes, larger and 
longer than %x6...50 & 10% 
Machine, %x4 and sizes small- 
er and shorter.60 & 10 & 5% 
Machine, sizes larger and 
ionger than %x4....60 & 5% 
Stove 
Mortise, Door. 
Gem, fron .....+++++. o00ee 5% 
Gem, bronze plated..... 2 +++5% 
Barrel. 
Cast ... 
Wrought 
Wrought, 
Flush. 
Wrought 
Spring. 
WOMENS § ccccccccccscceeseoe * 
Wrought, 


° Net 


Wrenses .ccceccce * 


uare. 
WOU ccccoccccccccccces 
BOXES. 
Mail. 


No.. 2 10 
Per doz..$18 00 $23 00 $329 00 


Cast Iron. 
POP GOR ccccccccccoccess eye @ 
Mitre. 
Stanley’s........- --- Net Prices 
Stearns, No. 2..per doz. $48 00 


BRACES, RATCHET. 
Goodell-Pratt ae Pipeweeed $ 


. & B. No, 444 & $B... cccccce 
. & B. No. 338 8 in.......-- 
- & B. No. 222 8 in.......+. 
V. & B. No. 111 8 im........- 


Vv. & B. No. 11 8 in..... 
BURBS, RIVETING. 


<4 
Oe 
oo 
eo 


eee 


Copper Burrs only. .50% above list 
Tinners’ Iron Burrs only......Net 
BUTTS. 


Steel, antique copper or dull 
brass finish — case lots — 
3%x3%.. per dozen pairs $3 76 
ERE. ccccece 3 80 

Heavy Bevel steel 

r dozen sets 


sets, case — 

Steel “bit "keyed. front door 
wots, each .....--ccccece 
Wrought brass” “pit keyed 
front door sets, each.... 
Cylinder front door sets, 
each 


inside 

7 60 
1 86 
3 26 
7 0 


eee eee eee eee eeee 


CALIPERS. 
Double sesssesccessceesss NOt 
Inside. and Outsite.....----:- 
WERE ccccccccccccccccceccecce ™ 
CARRIERS. 
Hay. 
Diamond, Regular. ..each, nets 


Diamond, Sling ...... 
CASTERS. 
Standard—Ball Bearing 
seaviekenoseveccuantee a Sa 
Bed PPYTTITITTTTTTTTrrrirTir. fs! 
Common Plate. 


Brass Wheel ...........--156% 

Iron ona porcelain wheels, 
new list gossevecccesceOee 

Phitedelphts "Piate, n 


Martin's ..ccccccssecceese  AO® 
CATCHERS, GRASS. 
No. 1608......-.-.per doz, $18 


No. 1658....cceeee 4 @1 
CEMENT, FURNACE. 
American Seal, 6 Ib. cans, net $@ 46 

10 lb. cans, “ 9e 
> “ 261b. cans, “ 1 87 
Asbestos, 6 Ib. cans..... “ 46 
Pecora, 5 Ib. cans..... “ 46 
- 10 Ib. cans..... “ 90 
- 26 lb. cans....- “ 1 87 
CHAINS. 
Breast Chains. 
With Slide ....doz. pairs, $5 60 
Without Slide.. 5 66 
Doubleslack ... : 35 
With Covert Snaps “ 6 33 
Picture Chains. 
Light brass, $ ft..per doz. 1 25 
Heavy brass, 3 ft. a 1 76 
Sash Chain, (Morton’s) 
Steel, per 100 ft. 
D cegeskedeeseseeoesewe ---$2 60 
ene bbboes Foseeeeen +» 810 
B wedewecatevecanesoeccesas 8 60 
Champion Metal 
Db vgtiwiedeté¢sebesvaseued 5 40 
it. pesenenedenecneestes -- 5 60 
eee $endes eneeeees oe4 75 
Champion Metal.—Extra Heavy. 
BIE ncccvcccecccccccccccc eG OO 
Cable Sash Chains. 

Steel..... ..-List Net Plus 15% 
CHALK, CARPENTERS’. 
ED coccccvcesecce er gro. $2 00 
D- 69¢566s606%e0ns ’ & 8 00 
WED cccesceoceede - 1 80 

Common White School 

GUAVFOM ccocccesce = 0 30 

CHIMNEY TOPS. 

In bags..... seeeee-Per bag $1 80 
CHECKS, DOOR. 

Combim .ccccccccccccccccemet pat 

Russwin ...--eeecseeess-- Net fist 

CHIS 
Cold. 


Good quality, % in., each $0 44 
= we = * “ 0 28 
Diamond Point. 


Vv. & B. No. 15, % in....... 0 
Vv. & B. No. 16, % in....... 0 


Firmer Bevelled. 
Round Nose. 


Vv. & B. No. 65, % in........ 0 38 
Vv. & B. No. 65, % in...... -. © 44 


Socket Firmer. 


23 
48 


Cape. 
Vv. & B. No. 50, % in..... 0 
Vv. & B. No. 60, % in..... 0 


CHUCKS, DRILL. 
Goodell’s, for Goodell’s Screw 
Drivers t less 35-40% 
Yankee, for Yankee Screw 
EES adantseesvanesee ee @ 
CHURNS. 
Anti-Bent Wood, 
Gal, scccceves 10 
Each meee 00 AY 60 4 85 
Belle, Barrell.........65 & 7%% 
Common Dash, 


Bl, seceneeveeees 


6 7 
Per doz......++++-$17 00 19 00 


29 
64 


Adjustable. ; 
Martin's .ccccccsccesseees 30% 
No. 68, Screw... ..cesee0+ + BO% 
Cabinet. 
BOTSW ccccccccecccoccces coc 
















































